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Author of more than thirty novels, many travel 
books and countless pamphlets, James Feni- 
more Cooper had no literary aspirations until 
he was thirty and wrote his first book only 
because he could never refuse a dare. When an 
inferior novel prompted him to declare that he 
could write a better one, his wife challenged 
him to try, and Cooper went to work to prove 
his point. The resulting novel, however, was 
most unfavorably received. 


If Cooper’s first book had been successful, 
probably he would never have attempted an- 
other, but characteristically he “made the stum- 
bling-block the stepping-stone.” Although he 
doubted that a story with an American setting 
would be popular, “The Spy,” his second novel, 
was acclaimed both here and abroad. 

Cooper was born in Burlington, New Jersey, 
in 1789 and the following year moved with his 
family to a settlement at Cooperstown, New 
York, which had been established by his wealthy 
and prominent father. From a boyhood spent 
in this region, still a wilderness inhabited by 
Indians, James acquired the frontier lore on 
which he based his “Leather-Stocking Tales.” 

A member of the class of 1806 at Yale, Cooper left at the end of his third 
year to ship before the mast, and that voyage was followed by several years 
as midshipman in the U. S. Navy. This experience was responsible for 
Cooper’s sea stories which, despite friends’ warning that they could not be 
made interesting, proved highly successful and started a new school of fiction. 

By an odd coincidence the house where Cooper was born adjoins the 
birthplace of another American associated with the sea. That man was 
Captain James Lawrence, the naval hero who, as commander of the Chesa- 

, peake during the War of 1812, uttered the famous words, “Don’t give up 

\ > the ship.” 
Seasn/,  Cooper’s last years were spent for the most part at Cooperstown where he 
Y/ died in 1851. His birthplace, under the custody of the Burlington County 
Historical Society, is a lasting memorial to America’s first outstanding novelist. 
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#,..Ves, Arf, we buy and sell our 
Government bonds through Bankers Trust 
in New York. Because theyhe a primary 
cealer all prices are nef. And their 
over-al/ advice on our account has been 


very helpful...” 


When you buy Governments from Bankers Trust—you deal direct 


Asa primary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain an in- 
ventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 
saving for your bank. 

Moreover, this service is rendered 
to our customers at the lowest pos- 
sible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 
answer your questions regarding 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


this segment of your portfolio. 

For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N.Y. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-3333 for 
Governments and NY 1-850 for State 
and Municipals. 
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The Hartford National Bank and Trust Company 
; its 22 new Burroughs bank bookkeeping madg, 
[: “{ “incorporate many features . . . particularly 
ra us.”’ The bank is enthusiastic over the “adding ma¢ 
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feature with tape always available,” “quiet operat 
“light key and motor bar action,” and the “lock 
prevents run-off at the bottom of the statement si 
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e 
hi raised by users everywhere 


More and more testimonial letters are coming 
rom banks the country over, spelling out their 
enthusiasm for the new Burroughs bank book- 
eeping machine. These letters, together, show 
hat bankers see this new machine as one of the 
greatest advances in the history of bank book- 
seeping —particularly welcome in this era of 
rising costs. 











he letters praise the many features that make 
his new Burroughs more efficient in all phases 


oS 


of its operation. The letters, too, often compli- 
ment Burroughs installation skill and Burroughs 
service—two factors sometimes overlooked by 
buyers of business machines. 


Burroughs bank bookkeeping machines — 
through greater speed and accuracy—can im- 
prove bookkeeping operations in your bank. 
Call your local Burroughs man for a demonstra- 
tion, or write to us. Burroughs Adding Machine 
Company, Detroit 32, Michigan. 
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+ The National Bank of Commerce, for 28 years a user ox The Denver National Bank has found “the lighter 
» & of Burroughs machines, likes “the great improvement os . ie) touch and non-glare features helpful in reducing oper- 
‘ing mat in ease of operation, speed, and accuracy of aligning,” { a ator fatigue, and the greater number of registers a 
: operat and the way “adjustments and corrections are made definite advantage in more efficient operations” —is 
“lock easy” on its nine new Burroughs bank bookkeeping “highly pleased” with its new Burroughs bank book- 
ment machines. " keeping machines. 
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“Let's Carry The Ball Ourselves” 


To the Editor: 


Our country today must achieve 
two objectives. We must prepare to 
win a third world war—if such a 
calamity should be forced on us by 
Russia. We must do so without any 
further substantial depreciation of 
the dollar. 

Bankers have a unique opportu- 
nity to make a significant contribu- 
tion to the attainment of these goals. 
The loans and investments which 
we make, in total, are the predomi- 
nant influence on the money sup- 
ply. The latter, in turn, is one of 
the major factors in the complicated 
play of forces which determine 
prices. 

We may, if we so elect, adopt the 
attitude that the aggregate bank 
credit outstanding is beyond our 
individual control. We may point 
out that Federal Reserve policy 
and the demands of borrowers are 
the final arbiters of the quantity of 
bank loans and investments in use. 

While such a point of view is 
wholly correct in theory, I believe 
it to be completely wrong in prac- 
tice. It is invalid, not only in the 
national interest, but in our own 
self-interest as well. 


Banking Legislation Follows Debacles 


Our financial history is replete 
with instances of bank credit—more 
specifically bank loans—being the 
“villain of the piece.” This has been 
true after undue prosperity has run 
its course and severe depression 
has us in its grip. Bankers his- 


torically have pleaded that the 
blame, if any, lay elsewhere. 
Whether right or wrong in this 


contention is not important in prac- 
tical terms. The record shows that 
“corrective” (or should we say “re- 
pressive’) banking legislation has 
followed major business debacles. 
The Banking Acts of 1933 and 
1935 were the direct result of the 
bank loan expansion which culmi- 
nated in 1929. In the Congressional 
Committee hearings which preceded 
the passage of these acts, spokesmen 
for banks opposed the pending leg- 
islation on two major. grounds. 
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First, the demand of capital markets 
in the late twenties was so great 
that we said bankers had no choice 
but to expand credit corresponding- 
ly. The second line of defense was 
that the responsibility for control- 
ling the volume of outstanding 
bank credit was the Federal Re- 
serve Board’s. The contention, on 
the part of the bankers, was that 
the Board should have acted sooner 
and more drastically than it did. 
Congress obviously was not im- 
pressed. The proposed acts (as well 
as other financial measures) passed 
with sweeping majorities. The pop- 
ular approval was also widespread. 

Our financial history back to Co- 
lonial days followed an _ identical 
pattern. To refresh your memories, 
turn the pages back to both the 
First and to the Second Bank of the 
United States. The political issues 
raised and the legislative action 
taken, sound modern, not a century 
and a half old. 


Bank Credit's Role Will Be Scrutinized 


If the present inflation gets com- 
pletely out of hand, we know that 
the final results will be disastrous. 
We know that the role which ex- 
panded bank credit played in the 
process will be scrutinized publicly. 
We may at that time argue that the 
Federal and the public (for their 
insistent demands) not the bank- 
ers, were primarily to blame. Our 
past experience should tell us that 
no one will pay much attention to 
that defense, correct though it may 
be. The reaction in the future, I be- 
lievé, will be the same as in the 


past: “You should have known 
better. Something must be done 
about it.” 
FROM WHERE WE SIT. . . 

This letter, though unsigned, 


presents a viewpoint which is ob- 
viously well informed and _ thor- 
oughly objective. li is presented 
here as a valuable contribution to 
current thinking on a vital subject. 


J. H. Peters, Editor 


The nature of the “corrective” 
legislation which might be passed 
under such circumstances, no one 
can foretell. It is not dramatic to 
suggest, however, that nationaliza- 
tion of the banks would be given 
serious consideration. 


Therefore, there are compelling 
reasons today why bankers should 
take a positive stand against any 
further expansion of the money 
supply via a continued inflation of 
bank credit in general and bank 
loans in particular. The national 
interest and self-interest are paral- 
lel—as they usually are. 

How can such a positive stand 
be translated into direct day-by- 
day action? First, by lending whole- 
hearted support to the Voluntary 
Credit Restraint Program. This may 
involve, in some cases, putting the 
national interest above immediate 
self-interest. When it does, the 
trade is a good one for all—over 
the long pull. 


Citizens Will ‘‘Play Ball'’ 


Secondly, it involves the time 
and the frankness to explain to 
non-essential borrowers why their 
application should be _ declined, 
even though the loan be safe. One 
of our greatest national assets is 
the intelligence and the funda- 
mental loyalty of our citizens. 
They will “play ball” if they un- 
derstand why it is important. 

Lastly, it involves the courage 
on our part to take a position— 
publicly where need be—on the 
controversial banking and financial 


_ issues of the day. In the past—and 


quite recent past, too—we have 
been too prone to sidestep or to 
tackle the fellow who is carrying the 
ball. Let’s carry the ball ourselves 
for a change. Let’s be for some- 
thing—not always against it. 

These troubled days present us 
with a real opportunity for banking 
leadership. Let us not let it slip 
through our fingers to our ultimate 
regret. 


Sincerely, 


An Old-Line Banker 
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John A. Patton, president, John 
A. Patton Management Engineers, 
Inc., explains changes to be made 
in plant layout to provide an even 
flow of materials with a minimum 
of materials handling. 


A Program for Liberty-Loving Men 


1. Let’s learn more about what 
makes our free economy tick—and 
how to keep it ticking in the in- 
terests of all liberty-loving men.... 

2. Let’s examine each so-called 
political and economic reform as it 
comes up, and make sure it’s really 
a reform and not just a new step 
to take us down the dark path of 
Socialism. 


3. Let our legislatures, local, 
state, and national, know what we 
believe in and what we want. 


4. Let’s do our bit to answer the 
nation’s need for greater productiv- 
ity. 

5. Let’s urge the government to 
cut out all non-essential and less 
essential expenditures immediately. 

6. Let’s speak out for an over-all 
tax policy that has a balanced bud- 
get as its objective, and at the same 
time not wash out incentives for 
efficient production. 


7. Let’s stop running to Washing- 
ton for federal hand-outs for our 
communities or our businesses. 

8. Let’s keep our own house in 
order. Let us—those of us in busi- 
ness—be the first to seek out and 
condemn the profiteers. . . 


9. And let us make wise use of 
that most priceless possession of 
free Americans—the secret ballot. 
—Roy C. Ingersoll, president, Borg- 
Warner Corp., Chicago, Ill. 
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John J. Anton, Vice-President in charge 
of Division F, discusses with correspon- 
dent bankers their problems of bank man- 
agement, earnings, and bond _ portfolio; 
and explains the recently inaugurated 
Rapid Router. This new service provides 
even faster collection of checks and other 
items. It is one of the reasons so many 
banks have found it profitable to maintain 
correspondent relationships with The First. 
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Joun J. ANTON, } ice-President 
Gaytorp A. FREEMAN, Jr., }ice-Pres. 
Mecvin H. Tues, {sst. } ice-Pres. 
VeRNE L. BartLine, Asst. Vice-Pres. 
Epwarp DEcKER, {sst. Vice-Pres. 
Cuarces F. Newnat., Asst. Vice-Pres. 
Joun S. GLEAsON, Jr., Asst. Vice-Pres. 
Victor C. von Meptnc, Asst. Cashier 


LAWRENCE J. Berry, isst. Cashier 
H. STANLEY Pickrorpb, {sst. Cashier 
ERNEst J. HULTGREN, Asst. Cashier 
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You get better results when 
you talk the same language 





Under the unique Divisional Organization of The First National Bank of Chicago, 
the officers of each division are intimately acquainted with the activities, trends, 
and problems of the industries on which they concentrate their efforts. 
Division F, for instance, deals exclusively with providing financial services to 
other banks and bankers:—collection and loan facilities; credit information; 
foreign banking, bond, and trust services; assistance in tax, insurance, planning, 
remodelling, and personnel problems; and many out-of-the-ordinary services. 
No matter what business you are in—no matter whether it is large or small- 
you and the particular group of officers of The First National Bank with whom 
you discuss your financial requirements —thoroughly understand each other. 


And ... you get better results when you talk the same language. 


Epwarp E. Brown, Chairman of the Board 


James B. Forean, Vice-Chairman Homer J. Livinecston, President 
Harowtp V. AMBERG, Vice-President Huco A. Anperson, Vice-President 
Watter M. HeyrmMann, Vice-President HERBERT P. Snyper, Vice-President 


The First National Bank of Chicago 
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New Loan 
Criteria For 


Bankers 


By JOHN A. PATTON 


President, John A. Patton 
Management Engineers, Inc., Chicago, Ill. 


VERY BANK HAS ITS OWN CRI- 
E TERIA for determining whether 

a company is a good credit 
risk. These standards have evolved 
from years of banking experience. 
The question many bankers are 
asking is, “Are they comprehensive 
and current enough for our present 
unsettled times?” 


Today many banks are faced 
with the need to reappraise loan 
policies in the light of complexities 
of a part-war-part-peace business 
economy. What are some of the 
dynamic factors in business that 
should be considered in evaluating 
the qualifications of a company for 
a long-term line of credit? 

The management engineer views 
acompany from a different vantage 
point than that of the banker. To 
us a balance sheet or a profit and 
loss statement reflects past per- 
formance of management. However, 
historical performance of a com- 
pany is not always an accurate 
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LABOR TURNOVER — COMPANY X PLANT 
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A Management Engineer Looks 


Loan Policies 


barometer of its future in the pre- 
carious markets that are ahead. It 
is the future of a company that is 
important to the banker, for that is 
when borrowed capital will be used. 


Can Management Be Replaced? 


There are numbers of instances 
in which organizations are headed 
by energetic and capable men for 
the replacement of whom little or 
no provision has been made. An ap- 
pliance firm was founded and de- 
veloped by a hard-driving, ex- 
tremely aggressive man. When the 
company was small he ran it as a 
one-man business, directing sales, 
production, engineering, account- 
ing, industrial relations and all 
other major functions of the busi- 
ness. He refused to delegate au- 
thority in any important branch of 
the business. 

As the business expanded he 
continued to keep his hand in all 
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phases of operation until he suf- 
fered a heart attack. Profits of the 
company declined during his ex- 
tended illness. Upon returning to 
work he realized that no one had 
been groomed to carry on for him. 
Necessity forced him to reorganize 
the executive structure along sound 
organizational lines, with well-de- 
fined authority and responsibility 
for key personnel. Today, the com- 
pany has a higher earnings record 
than at any time in the past when 
the founder was in complete con- 
trol. 

A slightly different result of the 
same kind of authoritarian rule oc- 
curred at a plant that manufactures 
quality radio and television sets. 
Turnover in the higher echelons of 
executives was very high. The rea- 


Above: “At one point labor turnover reached 
a monthly rate of 11 per cent of total employ- 
ment. Today the company’s monthly labor turn- 
over rate is 1.3%.” 








JOHN A. PATTON 


son was that the top executive re- 
tained tight control over every 
phase of operations, relegating his 
executive staff to the role of “yes” 
men. This company was not a good 
bank risk even though its financial 
statements took a long time to show 
a downward trend. 


“Too many cooks” was the prob- 
lem of a paper converting company. 
A family-owned operation, the 
company made a place for all rela- 
tives regardless of their ability or 
experience. Appeasement had grad- 
ually permitted labor to exercise 
more and more of management’s 
prerogatives. 


Are Labor Relations Good? 


A second major category of in- 
quiry into a company should con- 
cern the company’s’ employee 
policies, its relations with labor. 


.is labor turnover normal or 
excessive? 

.does the company maintain 
a broad system of communi- 
cations between management 
and employees . . . two-way 
communications with em- 
ployees having the right to 
be heard? 


From a management engineering 
viewpoint, the decision of loaning 
money would depend on an evalua- 
tion of company management, on 
its record of management ability in 
the human relationships of busi- 
ness. 

Without exception the calibre of 
management marks the difference 
between success and failure of a 
company. What is good manage- 
ment? The answer is changing all 


the time, but here are some of the 
yardsticks by which I would meas- 
ure the management factor in in- 
dustry. 


Does the company have sound 
organization? 


. how well is management pre- 
pared for operation without 
present key men? 

.is selection of key personnel 
casual, on a personal basis, 
or is it a matter of scientific, 
careful elimination? 

. are the higher echelons in the 
organization mere “‘yes’” men 
to a strong-willed chief exec- 
utive, or is authority well- 
delegated and defined from 
the top down? 

. is the business being operated 
by management or is man- 
agement just the one who 
signs the checks while the 
union makes policy decisions? 

.is the company financially 
burdened with an excess of 
highly-paid key personnel? 
.are employees scientifically 
selected and placed in jobs 
for which they have the high- 
est aptitude? 

.does the company have a 
wage incentive program... 
that has the approval of its 
workers? 

.is there a training program 
for the lower echelons of 
management such as super- 
visors and foremen? 


Poor utilization of employees 
and careless personnel selection and 
placement was proving a heavy 
burden to one manufacturer of 
electrical switches and devices. At 
one point labor turnover reached a 
monthly rate of 11 per cent of total 
employment. Today the company’s 
monthly labor turnover rate is 1.3 
per cent. These results are largely 
attributable to a personnel testing 
and placement system that was in- 


stalled at the plant along with a 
program of foreman training. Other 
contributing factors included a 
change to a more modern plant and 
two wage increases. 

Reduction in labor turnover was 
only part of the improvement ef- 
fected by the new personnel pro- 
gram. Productivity is improved in 
office and factory. Superior workers 
have been selected under the new 
scientific aptitude testing program. 
Only 8 per cent of the workers 
hired under the testing program 
have proved unsatisfactory on the 
job as against 24 per cent unsatis- 
factory under the prior hiring 
methods which required foremen 
to do all interviewing. 

Employee morale and manage- 
ment-labor relations are the high- 
est in the company’s history. This 
results from placing workers in 
jobs for which they have definite 
aptitudes as shown by tests, and in 
which they can earn periodic merit 
increases. The foreman training 
program:has equipped supervisory 
employees to deal with worker 
grievances and problems. 

Improved labor relations are fre- 
quently the key to improved pro- 
ductivity in a plant, mill or foundry. 
One gray iron foundry was on the 
verge of closing its operations in 
New Jersey because it suffered 
from low productivity, very high 
molding costs and excessive scrap. 
Labor had turned down manage- 
ment requests for greater output 
per worker per day. 

In six months these changes were 
effected at the foundry: machine 
molding output was increased 35 
per cent; floor molding output im- 
proved 25 per cent; overhead was 
reduced materially; grinding and 
cleaning costs were cut almost 35 
per cent, and take home pay of 
employees rose almost 15 per cent. 
These results were achieved 
through development of production 





Five Management Factor Yardsticks: 


1. Does the company have sound organization? 


veloped along sound lines? 


. Are the company’s employee policies and its relations with labor de- 


. Are the company's physical facilities, its buildings, machinery and equip- 


ment, utilized fully and economically? 


4. Are the company's accounting procedures adequate? Does it have an 


up-to-the-minute cost system? 


5. Has the management demonstrated flexibility? 
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ON JUNE 30, 1951 
CENTRAL HANOVER BANK AND TRUST COMPANY 
WILL SHORTEN ITS TITLE TO 


THE HANOVER BANK 


A CENTURY AGO The Hanover Bank was established at 
Hanover Square, New York. In 1929 it was merged with the 
Central Union Trust Company to form the Central Hanover 
Bank and Trust Company. Now for the purpose of simplifi- 
cation and to conform to common usage, the shorter corporate 
title has been adopted. 

No change will be involved in the operations of the bank 
or in the services rendered. The Hanover Bank will continue 
its complete banking facilities and its modern and compre- 
hensive Trust Department . . . and will be known for the 
correspondents it keeps. 


500 banks, in all parts of the Nation, have been correspond- 
ents of The Hanover Bank for more than half a century. 


CENTRAL HANOVER 
BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 











standards and installation of an in- 
centive pay plan for both direct 
and indirect labor. 

The program worked because 
employees were convinced that 
standards established were fair and 
equitable. Employees were made to 
feel they were partners in the 
program. Cooperaton of employees 
was sought before and during in- 
stallation of the standards and in- 
centive program. The chief union 
steward was given a chance to 
help set up the program, and the 
training he received made him cost 
conscious. 

In any company it is important 
to provide an incentive for its serv- 
ice or indirect labor as well as for 
its assembly line employees. In 
many instances set-up men who are 
directly responsible for reducing the 
downtime in production machines 
could help increase productive ef- 
forts of machine operators if they 
were included in an incentive plan. 
If they do not share in production 
bonuses or wage incentives, they 
do not feel the urge to cooperate as 
they should. 


What About the Plant? 


These measurements of the hu- 
man relationships in industry are 
extremely important in appraising 
a company’s management, but there 
are additional questions I should 
like to see answered if I were fi- 
nancially involved with a plant. I 
would want to know if the com- 
pany’s physical facilities, its build- 
ings, machinery and equipment, 
are utilized fully and economically. 

.is the plant laid out for an 
even flow of material with a 
minimum of material han- 
dling? 

.is production scheduled with 
a minimum of downtime on 
machines? 


..can its multi-story building 
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be adapted to serve almost as 
economically as a single-story 
structure? 


. can machinery and equipment 
be arranged to give desired 
additional space without in- 
curring the expense of ob- 
taining additional buildings. 

One company in the metal work- 
ing industry was housed in a three- 
story building. Production mate- 
rials were bulky and heavy, re- 
quiring high labor cost in handling. 
As business expanded, the company 
found it was pricing itself out of 
the market because of excessive 
material handling costs. Structural- 
ly, the plant was unsuited for mech- 
anized material handling. 


The company considered buying 
a new one-story ‘building, but the 
projected cost was more than 
$1,000,000. An analysis of the com- 
pany’s operations revealed a lot of 
unnecessary backtracking between 
the three floors, with wasteful wait- 
ing for elevators. By revising the 
layout, rearranging machinery and 
redirecting the flow of materials, 
handling costs were reduced by 
one-third. This put the company 
back in a strong competitive posi- 
tion. In addition, a 15 per cent in- 
crease in production was achieved 
without greatly adding to fixed as- 
sets. 

One paper converting company 
needed additional facilities for fin- 
ished stores. The business trend dic- 
tated larger inventories of finished 
goods in order to accelerate deliv- 
eries and to meet competitor’s de- 
livery dates. Instead of procuring 
additional floor space, plant facil- 
ities were rearranged, methods im- 
proved and $13,000 of new equip- 
ment was purchased. This resulted 
in a finished goods stock room twice 
the size of the old one, reduced ma- 
terial handling to a minimum and 
lowered manufacturing costs 15 
per cent. 

Before granting a loan for the 
purchase of new equipment, a 
Management engineer would de- 
termine whether the equipment was 
needed. A printing plant I know of 
was talked into buying a $10,000 


wrapping machine. After installa. 
tion it was used only two hours a 
day. Since set-up time is a major 
factor in using such equipment, it 
was shown that hand-wrapping was 
much more economical for the com- 
pany. Fortunately, the equipment 
was disposed of without a financis] 
loss. 


Are Accounting Procedures Adequate? 


Another area for study of a 
company would include its account- 
ing procedures. Does the company 
have an_ up-to-the-minute cost 
system? 


. would the business be pre- 
pared to answer a sudden de- 
mand for price _ reduction 
from a large buyer 

.does the company know the 
areas in which further econ- 
omies could be effected to 
meet competitors’ price? 


A nationally-known manufactur- 
er of furnaces was basing the sales 
price of one unit on cost estimates 
which included $18 for direct labor. 
A competitor was underselling them 
on a similar furnace. A cost system 
was installed for the manufacturer; 
it showed that actual direct labor 
costs on the furnace in question 
was $14 per unit. Hence, the com- 
pany was able to lower its price to 
meet competition. 

The main advantage of the cost 
system was that it pointed out the 
areas in which further economies 
could be effected. As a result, pro- 
duction changes were made on the 
furnace in question so that the cost 
per unit was brought down to $11. 

A good cost system should bring 
out the cost of each product—not 
only manufacturing cost but sales 
cost as well. It would be interesting 
to know how many other manu- 
facturers continue to produce un- 
profitable products only because 
they are not aware of the fact that 
they are unprofitable, and _ the 
losses are unknowingly absorbed 
by other products. 

There are other questions that a 
management engineer might ask 
were he extending a long-term line 
of credit. Such as: Has the manage- 


“It is the future of a company that is important to 


the banker, for that is when borrowed capital will be 


used.” 
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100% SAFE—CONVENIENT AS CASH 


AmerIcAN EXPRESS 
TRAVELERS CHEQUES 


*instantly Accepted = js! like cash -by hotels, moter courts, gas 
——— 
restoomants more than 1,000,000 places! 
carry American Expres Travelers Cheques, 
' For if they are lost or stolen, 


stations 
Yel when you 


vour travel momen is absolately sate 


ta quick refined 
or short—protect your travel money 
American Express 


vers ie 
For any trip -leng 
with the workl’s most honored cheques 
Pravelers Cheques 
At BANKS, Western Union and Railway Express Offices 
EXPRESS YOUR PREFERENCE FOR THE SST! 

















ment demonstrated flexibility? 
.is management prepared to 
meet sudden competition 
which may violently alter the 
price for its products? 
.is management prepared to 
meet changing demands of 
labor ... has it pre-planned 
its labor policies against the 
time when unions will press 
for assorted fringe benefits 
like pension plans, etc.? 

To cite a single instance of lack 
of flexibility, there is the case of 
a printing plant in which the union 
“pried loose’ a broad benefit pro- 
gram at considerable expense to 
the company. How much better if 





the management had foreseen the 
demands and had prepared sound 
counter-proposals. Instead, slow- 
downs and strikes dragged the 
benefits out of the company un- 
willingly. 

To a management engineer, the 
questions listed measure a com- 
pany’s soundness as a credit risk. 
A company’s financial statement 
provides hindsight into the per- 
formance of management; the man- 
agement engineer’s yardsticks are 
tools for foresight into a company’s 
performance, its potentialties. Here- 
in, I believe is their application to 
sound loan practice in the uncer- 
tain days ahead. 





ment policy. 


procedure. 














GOVERNMENT BONDS 
MUNICIPAL BONDS 
CORPORATE BONDS 
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COMMON STOCKS 

PREFERRED STOCKS 
MUTUAL FUNDS 
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BANK SERVICE DEPARTMENT 
IRA HAUPT & CO. 
Members New York Stock Exchange 


111 BROADWAY 


in New York, Pennsylvania, New Jersey, the New England 
States and Ohio have used our “Yardstick of Earning Asset 
Distribution,’ which embodies in a single tabulation, the 
conservative standards of bank administration and invest- 


This “Yardstick” has been the basis for over 400 
detailed reports that we have prepared for bank clients, 
and that have proved valuable in formulating investment 


These reports which we offer to banks without cost 
or obligation, outline the proper relationship of the bond 
portfolio to loans, mortgages, capital strength, and the nature 
and quality of deposits. A careful study of the bank’s tax 
position is made a part of our analysis and specific recom- 
mendations are embodied in our reports. 


For a sample bank report and further details write to our 


and other leading Exchanges 


NEW YORK 6 
WOrth 4-6000 





‘How To Do Your Banking’ 
Useful In Bank Education 


How To Do Your Banking by 
George E. Klise, Jr., has proved 
successful in the bank education 
program at Franklin (Va.) high 
school, reports Mrs. Dorothy D, 
Bradshaw, teller and secretary of 
Vaughan and Company Bankers, 
of that city. 


This 14-page booklet, now in its 
tenth year of publication, is con- 
cise, informative, and easily under- 
stood. It treats the “hows” of open- 
ing and maintaining savings and 
checking accounts, certifying 
checks, issuing a stop payment or- 
der, financing, borrowing, renting 
a safe deposit box, purchasing trav- 
elers’ checks, using bank money 
orders and checks, sending money 
to a foreign country, and handling 
drafts, besides answering banking 
questions and defining banking 
terms. Two tests covering material 
in the booklet are also available. 


How To Do Your Banking is not 
only used in schools, but is given 
by banks to civic organizations for 
instructional purposes. First and 
Merchants National Bank of Rich- 
mond, Richmond, Va., at its recent 
women’s finance forum, supplied 
every person attending with a copy 
of the manual. 


As manager of The Highland 
Park Branch of First and Merchants 
National, Mr. Klise lectured to 
classes and supplied banking ma- 
terial to the many high schools on 
the north side of Richmond. To fa- 
cilitate this instruction, he wrote 
How To Do Your Banking for the 
students’ use before and after his 
talks. The booklet was well re- 
ceived in Richmond, and its popu- 
larity began to spread until today 
Mr. Klise devotes his full time to its 
promotion. 


Mr. Klise distributes his booklet 


from his office in Richmond (P. 0. 
Box 840), Va. 

















God, what a world, if men in 
street and mart 

Felt that same kinship of the 
human heart 

Which makes them in the face 
of fire and flood, 

Rise to the meaning of true 
Brotherhood. 

—Ella Wheeler Wilcox 












BANKERS MONTHLY 


















ig by 
roved 
cation 
high 
iy D., 
ry of 
nkers, 


in its 
con- 
nder- 
open- 
$ and 
ifying 
nt or- 
enting 
trav- 
noney 
noney 
ndling 
inking 
inking 
aterial 
ble. 


is not 
given 
ns for 
t and 
Rich- 
recent 
pplied 
4 copy 


shland 
chants 
ed to 
s ma- 
ols on 
To fa- 
wrote 
or the 
er his 
ll re- 
popu- 
today 
e to its 


ooklet 
(P. O. 


)NTHLY 


YOUR TELLER SAID TO ASK YOU IF 
THIS INDORSEMENT IS ALL RIGHT! 


1 
Ss HELPFUL FREE BOOK: 


SEND FOR THI 


Every teller in your bank can instantly give the right answers about indorsements 
if he has studied Hammermill’s idea-book, ‘‘Check Indorsements.”’ It outlines what 
the indorser’s liabilities and responsibilities are under the Negotiable Instruments Act seca 


..- illustrates many types of check indorsements...explains safe and unsafe practices 


in indorsing a check. We’ll be glad to send you enough copies for all your tellers, Send coupon for 


GIVE YOUR CHECKS THE ADVANTAGES OF “THE BEST KNOWN NAME IN PAPER” your copies today 


Hammermill Paper Company 
1505 East Lake Road, Erie 6, Pennsylvania 


Please send me FREE, copies of ‘Check Indorsements” 
for my tellers. 


ee 
(Please attach to, or write on, your bank letterhead) gy ~ yun. 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA FOUNDED 1898 
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This will 
AimenMe, =f troduce 


who wishes 


Car Loan Business For The Asking 


To: WILKES-BARRE DEPOSIT AND 
SAVINGS BANK 
R. C. KINTZER, Assistant Cashier 


THE UNION TRUST CO. OF INDIANAPOLIS 











"AS RVIDENCE OF ESTABLI 
CREDIT WITH THIS BANK 


é Sateen nin sulin 


SECURITY BRANCH 





By HAROLD G. EBERLE 


Home Office Representative, Aetna Casualty and Surety Company, Hartford, Conn. 


T THIS POINT, it seems appro- 

A priate to point out the bene- 

fits which any bank can ob- 

tain through use of the Bank and 
Agent Auto Plan: 

1. The Plan helps create an or- 
ganized sales force of insur- 
ance agents who at no cost to 
the Bank help build up a vol- 
ume of good automobile loans. 

2. These direct automobile loans 
are profitable, producing low 
loss ratios and few reposses- 


sions. 
3. Because practically all bor- 
rowers are directed to the 


Bank by insurance agents, they 
are a “preferred” type rather 
than “run of the mill” credit 
risks. 

4. The borrowers who are first 
attracted to the Bank for low- 
cost automobile loans are ex- 
cellent prospects for other 
banking services; e.g., home 
improvement loans, checking 
accounts, other personal loans, 
etc. 

5. The Plan is a good public re- 

lations medium which not only 

serves to educate the public 
but pays off immediately with 
profitable loans. 





But to get back to the actual ex- 
perience of many banks, here are 
a number of other tried and proved 
suggestions which may be of in- 
terest to you. All have been used 
successfully by various banks. 


I. Arrange to hold a meeting 
with local insurance producers to 
discuss the Bank and Agent Auto 
Plan. Depending on the number in- 
vited and other circumstances, this 
meeting might be held at your bank. 
However, many banks, for a meet- 
ing of this type, provide a luncheon 
or dinner. 


Preferred Borrowers 


The purpose of the meeting, of 
céurse, would be to explain your 
facilities, to outline your plan of 
operation, to furnish samples of 
your loan applications, copies of 
your finance rates and terms, ad- 
vertising material, etc. At this same 
meeting, a representative of the 
bank should outline the type of 
lien the bank requires, the credit 
information which is deemed nec- 
essary and the bank’s general policy 
in regard to loans on used cars. 
Also, the agents should be told the 
approximate time it is estimated 


Three outstandingly  successfyl 
Bank and Agent Auto Plan oper. 
ations were described by Mr, 
Eberle in our May issue. In this 


article, the author continues with 


a description of the plan itself, 


and its many benefits. 


will be required to approve the 
average request for an automobile 
loan. And in this connection, it 
should be remembered that agents 
can be of considerable help in ex- 
pediting credit because of their pre- 
vious close contacts (and often- 
times long business and social re- 
lationships) with their customers. 
Furthermore, since the credit re- 
quirements of a bank are similar to 
the underwriting requirements of 
an insurance company, the present 
customers of an insurance agent 
usually are preferred borrowers. 


II. Provide agents with advertis- 
ing material which they can use 
among their clients and prospects 
to advertise your loan facilities. 
Attractive, colorful blotters, major 
and minor league baseball sched- 
ules, commuter train schedules, li- 
cense holders and many similar 
items are just a few of the forms 
which banks have used. Arrange- 
ments must be made to imprint 
all such material with the name 
and address of each agent, of course. 


TT 








Use Of Seal Co-ordinates Program 





Other banks have offered agents 
a special mailing campaign, built 
around a series of letters or post- 
cards. And in almost all cases, banks 
have given support to the program 
through a series of bank-sponsored 
newspaper advertisements. In these 
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make | A BIG BANK GEARED 
é . FOR 
SS SPEED 


CONTINENTAL 


AND TRUST 


LOCK BOX H 


A symbol of SPEED for more than fifty years 


WIFT handling of items is a tra- 
dition at the Continental Illinois 
Bank. For more than fifty years 
banks and corporations have been 
sending their checks for collection 
to LOCK BOX H, CHICAGO. 

To our customers—to the Post 
Office—and to us, this symbol has 
always meant hurry these checks on 
their way. 

Mail in LOCK BOX H is picked 
up by our messengers at frequent 


CHICAS 


Lock ‘BO ‘ 
o 90, ILLINOIS “* 


Re eee” 
‘eit 





intervals, night and day, seven days 
a week. Our prompt processing of 
the items is carefully geared to: 


@ mail arrival times 


@ check clearing hours in Chicago 
and other cities 


@ outbound train and plane schedules 
For all your sendings—use LOCK 
BOX H envelopes. A free supply— 


regular or air mail—on request. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Devosit Insurance Corporation 














AUTO PLAN 





advertisements, as well as on all 
blotters, folders and other printed 
literature, the Bank and Agent Auto 
Plan “seal” should be used. This 
not only helps co-ordinate and tie 
together the advertising programs 
of both the bank and insurance 
agents, but it demonstrates to the 
agents that the bank is actively 
supporting their own efforts. 

III. Include the insurance pre- 
mium in the loan. In spite of all that 
has been said on this point, many 
banks still are missing this excellent 
sales opportunity. 

Depending upon the make of 
car, and the period over which it 
is to be financed, the liability, ma- 
terial damage and collision pre- 
miums can easily total as much as 
$125.00. By including this amount 
in the car loan, you give the cus- 
tomer a break which he appreciates; 
the agent gets his money right 
away, which he likes; and the bank 
gets the interest on a larger loan. 
This is particularly important at 
this time, since the amount of the 
insurance premium which may be 
included in the loan is in no way 
affected by Regulation W. 


It Works Both Ways 


Frequently, acceptable borrowers 
walk into the bank, seeking an au- 
tomobile loan but showing no pref- 
erence for any particular insur- 
ance agent. By arranging with these 
borrowers to include their insur- 
ance premium in the car loan, the 
bank has a chance to direct the 
insurance to selected agents. The 
agents selected, of course, are 
those who have been directing loan 
business to the bank. To say that 
they appreciate the bank’s action 
in returning the favor is to put it 
mildly. 

In this connection, it is well to 
remind agents, periodically, of the 
total amount of direct automobile 
loans which your bank has made 
on both new and used cars, the 
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total amount of insurance premiums 
that have been included, as well 
as the amount of insurance pre- 
miums which have been saved for 
the agents as a group. Information 
of this kind helps to create and 
foster a more friendly relationship 
between agents and the bank. 


IV. Consider a_ pre-financing 
plan. There is no denying the fact 
that the automobile dealer enjoys a 
point-of-sale advantage which 
neither a bank nor an insurance 
agent can match. To overcome this 
handicap—to some extent, at least 
—it is extremely important to the 
success of the Bank and Agent Auto 
Plan that some form of pre-ar- 
ranged bank credit be provided. 

Some banks use a purchase letter 
of credit which becomes a purchase 
draft. Other banks use credit cards 
good for stated periods, auto pur- 
chase checks, or pre-approved 
credit applications covering the spe- 
cific needs of the borrower. Each 
bank, however, should develop its 
own individual plan, based upon 
the needs and habits of its custom- 
ers together with the extent to 
which insurance agents can be 
counted upon in expediting credit. 

A number of banks provide 
agents with automobile loan ap- 
plications which the agents keep in 
their own offices. When the agent 
learns that one of his customers is 
contemplating the purchase of a 
car, he explains the Bank and Agent 
Auto Plan, outlines the services 
which your bank can provide, shows 
him the actual saving in cost and 
furnishes him with a loan applica- 
tion. 

So much for the suggestions. Now 
for a few general comments in clos- 
ing. 

Officially, the Bank and Agent 


TEAMWORK 











The Citizens & Southern National Bank of At- 
lanta, Ga., uses this Sales Bulletin to keep in 
touch with Agents. 





HAROLD G. EBERLE 


Auto Plan was started in 1945. At 
that time, however, operation of 
the Plan was hampered by the 
scarcity of new cars. Automobile 
dealers were in absolute control 
and frequently dictated to buyers 
not only how their cars must be 
financed but also where the car's 
insurance must be purchased. A 
further hindrance to the Plan at 
that time was the very unfavorable 
losses which all insurance com- 
panies were experiencing on auto- 
mobile insurance. The companies 
and their agents were not interested 
in writing more Automobile Insur- 
ance and consequently, were reluc- 
tant to promote a plan which was 
almost certain to increase their 
volume of this business. 


Plan Producing Excellent Results 


It took four or five years for 
these conditions to change. During 
this interval, many banks and in- 
surance agents—and one or two 
insurance companies—continued 
strong educational programs di- 
rected to car buyers, designed to 
change their “buying habits.” As 
a result of these efforts, more peo- 
ple today than ever before are fi- 
nancing the purchase of their cars 
through banks. A Crowell-Collier 
survey conducted just prior to the 
outbreak of the Korean War re- 
ported that 50 per cent of 1951’s 
prospective car buyers would pay 
cash, 23 per cent would borrow 
at a bank and 15 per cent would 
use a finance company. In many 
areas, particularly where banks 
have conducted wide-awake, agres- 


(Continued On Page 42) 


BANKERS MONTHLY 












LL OCT CT ECE OS TT 
—— 




























5. At 
on of 
y the 
nobile 
ontrol 
juyers 
ist be 
car’s 
od. A 
an at 
rable 
com- 
auto- 
yanies 
rested 
nsur- 
reluc- 
1 was 
their 


‘s for 
uring 
d in- 
' two 
inued 
s di- 
ed to 
a 
 peo- 
re fi- 
r cars 
‘ollier 
to the 
r re- 
1951’s 
1 pay 
orrow 
would 
many 
banks 
1gTes- 


NTHLY 


It all happened so quickly, it seemed like a dream 
born of the hot August afternoon. But the floor 
of the directors’ room in the Manufacturer’s Bank 
was littered with very real bills — $10,000 worth. 

At about 12:30, two men had entered the bank. 
One approached the cashier and asked him to 
change a $20 bill. 

The other headed briskly to the rear of the bank, 
where he boldly forced a door, scooped up several 
packages of bills from the open safe, and started to 
run out through the directors’ room. Sitting at a 
nearby desk, Discount Clerk James I. Clute pulled 
his revolver and gave chase. 

The thief eluded Clute, dropped his loot, and 
vanished — for a while. But history was later 
to mark him as one of the world’s boldest and most 
adroit bank sneaks — a super crook whose 30-year 
career netted him a king’s ransom from banks 


a 


hooky Crook FLUNKS FIRST BRAID 


Attempted Theft from 
Manufacturer's Bank, 
—August 11, 1881 





* * * 


“The Kid” wouldn't find it so easy today. Mod- 
ern time locks, alarms, and other protective devices 
would cramp his style. But his latter-day counter- 
parts have improved on his techniques. Burglary, 
robbery, theft, embezzlement, and other crimes con- 
tinue to threaten the financial security of banks. 
A well-planned insurance program is an absolute 
necessity. 

Why not ask your local A&tna representative to 
explain the function of the Aitna Plan — pioneer 
system of risk and insurance analysis? Using it, 
he can accurately locate the weak spots in your bank’s 
insurance program and make sound recommenda- 
tions for improving your protection, not only against 
crime — but against all the hazards to which a 
modern bank is exposed. 





Cohoes, N. Y. 





AETNA CasuaLty AND SurETY Company 


The 4ima Life Affiliated Companies write practically every form of insurance and bonding protection 
LIFE AND CASUALTY FIRE AND MARINE 

+4 ® “Rn; s,4y?? —_— Zima Life Insurance Company Automobile Insurance Company 

liam Burke, alias “Billy the Kid” fumbled — and aapiameaie a ne 


fumbled most wretchedly — his first known “‘job”. Hertford 15 Cinnenian 
June, 1951 17 







both here and abroad. 
History cannot deny, however, that James Wil- 


“V" Loan Exposure 


... How Does It Affect Your Profit? 


By J. FRANK MORRIS 


Asst. Vice President, The Marine Midland Trust 
Company of New York 


S GOVERNMENT CONTRACTORS 
A in increasing numbers ap- 

ply for adequate working 
capital financing, banks all over 
the country are seeking “V” loan 
guarantees to limit their exposure in 
credits involving greater risks. The 
banks and branches of the Federal 
Reserve System, under appropriate 
legislation, are guaranteeing such 
loans on behalf of the several con- 
tracting agencies. Financing insti- 
tutions are expected, of course, to 
retain an exposure in such loans at 
least commensurate with their nor- 
mal accommodation to such borrow- 
ers. However, it should be empha- 
sized that since many government 
contractors are undertaking orders 
for production considerably beyond 
the ability of their limited working 
capital loan officers 
should carefully estimate the ex- 
posures to be taken in such cases. 


to finance, 


The following table is presented 
the 
handling “V” loan applications: 


for convenience of officers 


Percent of loan 
guoranteed under 
““V"" loan 


Percentage of in- 
terest on the 
guaranteed por- 
tion of the loan 


Approximate Net 


It was the experience of Federal 
Reserve officials in World War II 
that financing institutions were 
prone to request a 90% guarantee 
without sufficient reflection on the 
reduced net interest return which 
such a guarantee involved. Of 
course, the then prevailing easy 
money rates were a contributing 
factor in this seeming failure to 
“sharpen the pencil”. In the present 
emergency, however, special atten- 
tion should be given to considering 
the tables presented above in view 
of the change in the short-term 
money market. The prime rate of 
the New York market is now 24% 
compared to 142% generally in ef- 
fect from 1942 to 1945, while the 
Federal Reserve Bank of New York 
rate for discount of eligible 90-day 
paper has risen from 1% in effect in 
World War II days to a current 
rate of 134%. Under these circum- 
stances, the 5% maximum rate 
for “V” loans represents a real 
“‘squeeze’”’. 

This condition highlights the im- 





Yield to Bank at Following Quarter Interest Rates 


J. FRANK MORRIS 


portance of considering each loan 
application on the basis of maxi- 
mum percentage of exposure to be 
taken (commensurate with the risk 
involved) in order to retain the 
greatest possible share of the in- 
terest paid by the borrower. 


A Suggestion 


Under existing regulations, fi- 
nancing institutions are able to ap- 
ply for a reduction in the per- 
centage of a given loan which is 
guaranteed under Regulation “V”. 
Even during World War II some 
banks were alert to this prerogative 
and took advantage of it to apply 
for reduced guarantees when their 
borrowers’ progress warranted. In 
this manner a greater net return 
was realized. Under present money 
market conditions, close attention 
to a given borrower’s operating re- 
sults will bring greater relative re- 


wards for similar action on the part 
of financing institutions. 


paid as a guar- 
25%4%o 3% 


antee fee 
10 2.457 
15 2.44 
20 2.31 
25 2.166 
30 2.007 
35 1.836 
50 1.375 


3%4%o 
2.79 3.023 
2.662 2.884 
232 2473 

2.363 2.56 

2.19 2.373 
2.003 2.170 
1.50 1.625 


3%2%o 3%% 4% 
3.255 3.488 3.72 
3.105 3.327 3.55 
2.94 3.15 3.36 
2.756 2.953 3.15 
2.555 2.738 2.92 
2.336 2.503 2.67 
1.75 1.875 2.00 


44%o 
3.957 
3.772 
3.57 

3.347 
3.103 
2.837 
2.125 


42% 
4.185 
3.994 
3.78 

3.554 
3.285 
3.004 
2.25 


4, %o 5% 
4.418 4.65 
4.216 4.438 
3.99 4.20 
3.741 3.938 
3.468 3.65 
3.171 3.338 
2.375 2.50 


Enthusiastic Staffs Needed 


“It is shortsighted to set up 
a large advertising and public 
relations budget and_ spend 
many manhours of executive 
time in inviting business into 
our banks, and then not have 
well trained and enthusiastic 
staffs to serve it.’—Arthur S. 
Greiner, asst. cashier and di- 
rector of training, National 
Bank of Detroit, before the Bank 
Manpower Conference of the 
American Bankers Association. 


The following chart illustrates the effect of guarantee fees 
on the commitment or standby fee which is a usual feature of 
revolving credits: 


Percent of loan 
guaranteed. 


Percent of lender's commitment 


Approximate net retained commitment 
fee payable on guaranteed 


fee at selected fee rates: (fraction 
of 1%). 
Ye “Ve Ye ”~ 
116 233 349 465 
WW -222 -333 444 
-105 .210 315 .420 
.098 -197 -295 394 
091 -183 274 -365 
-084 -167 .250 -334 
.063 -125 -188 -250 
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{Answers on page 43) 


Circle the answer you believe is correct. T.—True 


5 If a customer has one of his checks certified, but « 


finally decides not to use it, what should he do 
with it? 
a. Destroy it 
b. Carefully file it with his permanent records 
c. Endorse it and redeposit it to his account 


What information is kept in a bank’s liability 
ledger? 
a. A record of stockholders 
b. The bank’s daily balances 
c. A list of the bank’s debts 
d. A record of loans made by the bank 


What is a Corporate Fiduciary? 
a. A lawyer for a corporation 
b. A private trustee for a failed corporation 
c. A trust company or a commercial bank with 
a trust department 


4 | Which of these items on a bank statement are 
liabilities? 
a. Capital b. Deposits c. Loans 
d. Undivided profits 


A man is said to have died intestate when 
a. He has no estate 
b. His estate contains no real estate 
c. He has left no will 


6) What is the bond portfolio of a bank? 
a. The place in the vault where bonds are kept 
b. The envelope in which bonds are mailed 
c. The aggregate of all bonds owned by the 
bank 


Which is the drawee bank named in a bank draft. 
a. The bank on whom the draft is drawn 
b. The bank drawing the draft 


8 | What percentage of U. S. banks use the check 
routing symbol? 
a. 42 per cent b. 59 per cent c. 76 per cent 


fp) The routing symbol has 3 digits, the first of which 
designates the number of the Federal Reserve 
District in which the drawee bank is located. T. F. 
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F.—False 


Transit prefix numbers 50 to 58 have been as- 
signed to states located in what section of the 
country? 


a. Western’ b. Central 


c. Eastern 


A bill having a portrait of Hamilton is worth 
a. $ 5.00 b. $20.00 c. $10.00 


The total number of banks of all kinds in the 
United States, exclusive of branches is 


a. 12,592 b. 17,767 c. 14,754 


The number of bank branches totals 
a. 6,754 b. 5,224 c. 4,325 


There were six Clearing Houses in existence at 
the outbreak of the Civil War. In which of the 
following cities was the first organized 
a. Cleveland d. Boston 
b. Philadelphia e. Baltimore 
c. New York f. Worcester, Mass. 


sy ~Holders of maturing Series E Savings Bonds are 
offered what three options for handling them by 
the Treasury Department? 


Banks are not required to certify customers’ 
checks. T. F. 


Who is serving your Federal Reserve District as 
a member of the Federal Advisory Council? 


Securities must be in negotiable form in order 
to be acceptable collateral. T. F. 

















Have international transactions during 1950 re- 
sulted in a transfer of gold into or out of the 
United States? 




















A bank advertises its desire to lend money for 

the purpose of facilitating the purchase of a 
locker full of meat. ($150.00 maximum, with six 
months to pay.) Is this co-operation with the Volun- 
tary Credit Restraint Pfogram? Opinion. (Ask your 
loan officer.) 
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A loan for production... 


E FARMER’S character, capital and capacity to pay is an estab- 
Tiished fact in thousands of communities. More and more bankers 
have tapped this excellent investment source through co-operation 
with local International Harvester dealers and farmers. 


Farm equipment loans merit the most careful consideration. They 
aid continued growth and expansion of Installment Loan Depart- 
ments. The judicious extension and use of this credit build a sound 
and prosperous economy within the community. 


With defense demands for manpower, agriculture is again faced 
with a “help” shortage at the same time that it is being asked to 
increase production. International Harvester mechanized equipment 
will help agriculture solve this dual problem. The banker who 
provides necessary equipment financing to do the job has the sat- 
isfaction of knowing that he is helping increase the agricultural 
productive capacity, and is thereby counteracting inflation. 


INTERNATIONAL Mi HARVESTER 


180 North Michigan Avenue 
International Harvester products pay for themselves in use 


Chicago, Illinois 


Builders of farm equipment 
for easier, more profitable 
farming . . . trucks for better 
transport ... industrial 
power for road-building and 
earthmoving . . . refrigera- 
tion for better preservation 
of food. 








Stop Payments Are Risky 


Don't count too much on stipulations relieving you from responsi- 
bility on stop payment orders. They provide little or no protec- 


tion in some states. 


By FRANCIS GEORGE 


Attorney-at-Law, Pittsfield, Massachusetts 


SERIES OF RECENT COURT DE- 
A CISIONS have placed stop 

payment orders in the cate- 
gory of risky business for bankers. 
It is the habit of cautious bankers 
all over the United States to require 
that the drawer of a check who 
wants to stop payment on it sign 
a release protecting the bank in 
case of accidental payment. The last 
three State Supreme Court decisions 
declaring these releases of no effect 
were handed down in Ohio, Cali- 
fornia, and Connecticut. 

The last time the matter came up 
in New York the court upheld the 
release but said that if the bank 
decided it was good. business to 
credit the depositor’s account with 
the amount paid in error despite the 
release, it could not recover from 
the payee of the check. New York 
has also said that a depositor has 
an absolute right to stop payment 
and can refuse to sign a release; the 
bank must then either offer to close 
the account and return the deposi- 
tor’s funds or agree to an uncondi- 
tional stop payment order. 


Question Largely Unsettled 


As of today, stipulations relieving 
a bank of liability for payment of 
a check in disregard of a stop pay- 
ment order are good in Indiana, 
Massachusetts, New York, with the 
reservation just mentioned, and 
Puerto Rico. They are of little or 
no protection in California, Con- 
necticut, Ohio, and probably Penn- 
sylvania. The question has not been 
decided in the other forty-one 
states although the modern trend 
seems to be against the validity of 
such agreements. 

An Ohio case will serve to illus- 
trate a point or two that requires 
watching. The decision handed 


down in 1948 in the case of Vassil 
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Peroff vs. The First Central Trust 
Company of Akron, marked a de- 
parture from the old rule which al- 
lowed a bank to protect itself 
against inadvertent payment. The 
stop payment form used by the 
First Central Trtist Company con- 
tained the following clause: 

The undersigned hereby agrees to indemni- 
fy the First Central Trust Company against 
any loss resulting from nonpayment of said 
check, and it is expressly understood that you 
will in no way be held responsible if you 


should pay this check through inadvertency or 
oversight. 


Chief Justice Weygandt said that 
a drawer is not required to sign 
anything in order to stop payment 
on a check. He went on to say, “The 
bank was aware that a check is 
simply an order which may be 
countermanded and payment for- 
bidden by the drawer any time be- 
fore it is actually cashed or accepted 
and that an order to stop payment 
may be either oral or in writing 


~~ 
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so long as it conveys to the bank a 
definite instruction to that effect, 
Under the reciprocal rights and ob. 
ligations inherent in the relationship 
existing between a bank and its de. 
positors it was the duty of the bank 
not to pay the check after receiving 
such an order from the plaintiff 
depositor.” 

Later in the opinion the judge 
hedged just a little and said that if 
the bank used due care and good 
faith, the release might protect it, 
although the burden of proof would | 
be on the bank to show that it could 
have done nothing more than it did 
to prevent payment. 





Lacks Consideration 


The Tradesmens National Bank 
in New Haven attempted to convince 
a court that it had done everything 
humanly possible to make a stop 
payment order effective, but that 
it was a large bank with many 
tellers, and these checks were bound 
to be paid by accident once in a 
while. The court, as in the old cases 
holding that it was negligence to 
send items direct to a drawee bank 
for collection, chose to disregard 
business realities and, on classic 
common law contract doctrine, de- 
clared that there was no considera- 
tion for this new contract limiting 
the bank’s liability, so the Trades- 
mens Bank had to pay twice. 

In the states last mentioned, and 
in New York, a jury will decide if 
the bank has done all it should have 
in its efforts to comply with stop 
payment instructions. With modern 
juries feeling as they do about 
banks and insurance companies, the 
principal value of a release may 
well be only to strengthen the 
banks’ bargaining position in pre- 
trial settlement negotiations. 

A more carefully drafted release 
might, in states where there has 
been no decision, assist in changing 
the trend. 


Courts have struck these releases 
down on two grounds: 


1. The legalistic argument that 
there is no consideration for 
the agreement, and it is in ef- 
fect a new contract between 
the bank and the depositor. 

2. Public policy: a feeling that 
one should not be able to con- 
tract away his responsibility 
for careful conduct. 

If, in the original contract be- 
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Any equipment that enables farmers to produce more 
food or fiber at ower cost is important to the economy 
of “Main Street”. 

Take “Farmer Brown”. He owns a heavy brute of a 
d have tractor that takes muscle and cussing to start . . . trouble 
h stop ‘i and effort to change implements. Its extra weight takes 
note HIGH LIGHTS more oil and gas. It creates hardpan by packing the soil. 

oheill It destroys aeration and capillarity. Allthis adds to pro- 

| © Over a half million tractors incor- duction costs and lowers yields. A Ferguson Tractor, 

es, the porating the Ferguson System sold with its revolutionary Ferguson System could change 
e may ae . all of this. 

n the ’ pn pot et tag A ger de Simply stated, the Ferguson System permits a compact 

tractor to do the work of a much heavier machine. It is 


n pre- every farming need. : . : - 
© Ferguson Tractor now produced in so designed that heavier loads increase the effective 








release “World’s Most Modern Tractor weight of the tractor to increase traction. It digs in 
re has Assembly Plant” at 72-acre Ferguson firmly when the going is hard, skims lightly along when 
anging Solty: =: Ae ga and in loads are normal. And this Ferguson System is an integral 
the dh cag , part of the Ferguson Tractor . . . was developed with the 
e Distribution in over 65 countries s pe pe 
tractor ... not as a separate “afterthought”. , 


throughout the world. 
leases J © Rapidly expanding dealer organiza- 
tion with some desirable territories 


As a banker in a progressive community, you will find 
it good business to help a Ferguson Dealer establish 








© thet still available. himself in your community . . . to help farmers buy 

f Ferguson Tractors and Ferguson System Implements. 
a cinmtndtaniaiiai Find out what you can do by writing to Mr. Horace 
in ef- D’Angelo, Executive Vice-President, Harry Ferguson, 
‘tween Inc., 3639 E. Milwaukee Avenue, Detroit 11, Michigan. 
itor. 
g that 
o con- Copyright 1951 by Harry Ferguson, Inc. 
ibility emer, P ane 
*t be- 
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Fs D) has specialized for 60 


years in meeting the bonding 
and insurance needs of banks 
and other financial institutions, 
and makes its services readily 
available to them through more 
than 9,000 experienced local 
representatives. 
Bankers and Brokers Blanket Bonds 
Savings and Loan Blanket Bonds 
Court and Fiduciary Bonds 


Lost Securities Bonds 


Burglary, Robbery, and Forgery Insurance 





Safe Depository Liability Insurance 





Safe Deposit Box Burglary & Robbery Insurance 








Valuable Papers Insurance 








Securities Insurance 











Glass Insurance 























FIDELITY and DEPOSIT 


COM PANY MARYLAND 
Founded 1890-Baltimore, Md. 























AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 












tween the bank and the depositor, 
among the schedule of fees listed, 
a fee for stop payment orders was 
included, and such a release as used 
by the Akron bank was made part 
of this original contract, the legalis. 
tic argument could be met. There js 
a good deal of precedent for such a 
fee, as a stop payment order in- 
volves work and expense for the 
drawee bank; and reasonable fees 
for clerical services are universal 
now. Then to further strengthen the 
bank’s position, the stop payment 
order might contain a clause reading 
something like this: 

In consideration of the waiver of the usual * 
stop payment fee of one dollar, the under- 
signed hereby agrees not to hold the bank 


responsible if this check is paid through over- 
sight or inadvertency. ‘ 


That should meet the requirements 
of consideration in the most finicky 
of courts. 

The public policy arguments are 
in the realm of politics and cannot 
be met by any such legal magic as 
this. Skilled lawyers can do much 
to show the strength of the bank’s 
position here. In states such as Ohio, 
California, and Connecticut, which 
have recently spoken strongly on 
the subject, the phrase, “short of 
negligence,”’ could be added to the 
release and that might give the 
bank’s lawyers an opportunity to 
get to the jury with the case. If, 
somehow, a jury decision or two 
could be gained, a good sized breach 
would be made in the now general 
feeling that these releases are use- 
less in those states. The public policy 
arguments are close in any state; 
and if the court has only that ground 
for deciding the case, it might be 
reluctant to hold a bank to such an 
abnormally high standard of care. 


Bank's Liability Under Statute 
Governing Stop-Payment Orders 


Questions have been received by 
this office as to the liability of banks 
arising from the handling of stop- 
payment orders under the provi- 
sions of the Florida Statute set 
forth in Section 653.41. This statute 
provides that no stop-payment or- 
der shall be effective unless it (1) 
is given in writing, or (2) is served 
upon some official of the bank dur- 
ing regular banking hours. 

Question No. 1: What is the lia- 
bility of a bank that accepts an oral 
stop-payment order or accepts such 
an order after banking hours and 
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then inadvertently pays the check? 
Could a bank under such circum- 


stances defend upon the ground that | 
the statute had not been complied | 


with? 

It is the opinion of the under- 
signed that a bank may waive the 
requirements of such statute, and if 
it does so by accepting an oral stop 
order and later pays the check, it 
would be liable to its customer. 

Although there are no Florida 
cases upon the subject, the question 
was recently squarely presented in 


the Texas case of Stanford State | 


Bank v. Miles, 186 S. W. (2d) 749, 
and the Court, in its opinion, stated, 
in construing the effect of a similar 
Texas statute: 


“After due consideration of the 
above contentions in the light of 
general principles of law, we are 
of the opinion that the said statute, 
especially Art. 12, was enacted for 
the benefit of the Bank, and that 
it was altogether within the power 
of the Bank to waive its benefits, or 
a strict compliance therewith, and 
that under the undisputed testi- 
mony in this case the Bank did so. 
A technical compliance with the 
statute would have afforded the 
Bank no additional or better infor- 
mation, and it makes no such con- 
tention in this appeal.” 


Question No. 2: Can the holder of | 


a check complain that payment was 
stopped in a manner not in com- 
pliance with the statute? 


| 





This statute was passed solely | 


for the benefit and protection of 
banks, and, as stated above, banks 
can, if they so elect, waive its re- 
quirements. Since the bank is 


obligated to pay the money of its | 
depositors upon their order only, | 
when a stop-payment order, either 


oral or written, is issued and ac- 
cepted by the bank, the bank would 
incur no obligation to the holder of 
the check, as the holder of the check 
would have no right under the na- 
ture of the relationship to insist 
upon a compliance with the statute. 

Safe 
however, that the provisions of the 
statute be followed wherever pos- 
sible, and the requirement of writ- 
ten stop-payment orders during 


regular banking hours is the safest | 
and best practice to be followed | 


both from the standpoint of the 


banking practice dictates, | 





maintenance of proper records and | 
the internal operation of the bank. | 


Legal Bulletin, Florida Bankers As- 
sociation. 


June, 1951 





not make you 


dance & sing! 


e Nor will it put a wave in your 
hair, pep in your personality, or 
your picture in the paper! ... But a 
postage meter will stamp your mail 
more quickly, neatly and efficiently 
than anything on earth... will save 
licking and sticking and safeguarding 
adhesive postage stamps—and save 
mailing time as well! 

@ And with the DM, even the smallest 
bank or office can have metered mail. 
This desk-size model takes little more 
space than your telephone, but it’s a 
real postage meter. 


. PITNEY-BOWES 


@) Postage 
> Meter 





@ It supplies postage at all times, any 
amount needed, for any kind of mail... 
prints stamps and a dated postmark 
directly on the envelope—and a small 
ad, if you like... Protects postage 
from loss, theft, and damage... does 
its own bookkeeping, too!... Has a 
built-in moistener for envelope flaps... 
Even supplies postage for parcel post 
...And more than pays for itself 
Fi in convenience and satisfaction. 
i Ask any Pitney-Bowes office 
>» to show you... or send the 
coupon for free booklet! 





Prtney-BoweEs, Inc. 
“3886 Pacific St., Stamford, Conn. 
Please send free booklet on the DM. 


Name____ aa S— 
Offices in 93 cities in , 
the U.S. and Canada Firm___ 

Address 
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Bankers are vitally interested in 
agriculture. The percentage of all 
the commercial banks in this coun- 
try classified as “country” banks 
is quite large. “City” banks are in- 
terested, too, because of correspond- 
ent relations. The banker, there- 
fore, needs considerable knowledge 
about agriculture. He needs to know 
details of the area which the bank 
serves; information about land and 
water resources; types of farming 
and production figures. He also 
should be informed on current eco- 
nomic trends such as expected price 
changes, marketing information, 
and control measures. Finally, he 
should be familiar with broad mat- 
ters of policy that affect him as a 
banker as well as the farmer. 

A good source of background in- 
formation, including county data, is 
the U. S. Census Of Agriculture 
published every five years. More 
current data on a state and national 
basis is available in Agricultural 
Statistics and Crops and Markets. 

Economic information, valuable 

to a banker in making agricultural 
loans, is available in a number of 
publications. Again, the county ex- 
tension office can help. Many state 
colleges publish weekly or monthly 
outlook summaries giving up-to- 
the-minute information on _ price 
prospects and marketing and pro- 
duction suggestions. The Bureau of 
Agricultural Economics, U. S. De- 
partment of Agriculture, publish 
monthly situation reports on the 
major farm commodities, such as 
“Wheat Situation,” “Livestock Sit- 
uation,” etc. These can be obtained 
free of charge by writing: 
Division of Economic Information 
Bureau of Agricultural Economics 
U. S. Department of Agriculture, 
Washington 25, D. C. 

Books and articles are constantly 
being published on farm manage- 
ment, policy and finance. Some of 
the more recent books on policy 
which are worth-while are Read- 
ings On Agricultural Policy and 
Production and Welfare Of Agricul- 
ture. In the credit field Financing 
Agriculture is useful. For farm ap- 
praisal information see Appraising 
Farms For Loans, or Farm Ap- 
praisal. Add to these one of the 
looseleaf services or agricultural 
letters, for example, Agricultural 
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Bankers, Agriculture and Books 


Digest, and the recently published 
book Vertical Farm Diversification, 
and the banker will have a varied 
list of agricultural references. 


Bibliographical Facts: 

U. S. Census of Agriculture 
Published every 5 years. U. S. Bureau of 
the Census. G.P.O., Washington, D. C. 
Prices vary per volume. 

Agricultural Statistics 
Annual. U. S. Dept. of Agriculture. G.P.O., 
Washington, D. C. Paper edition $1.75. 

Appraising Farms for Loans — Eq- 

vitable Life Assurance Society of 

U.S: 

Farm Loan Service, New York, 1, N. Y., 
1948. 63 p. 50c 
Agricultural Digest 


Doane Agricultural Service, St. Louis, Mo. 
Loose-Leaf Service. Subscription price per 
year $20.00. 


Crops and Markets 


Annual. U. S. Bureau of Agri. Economics, 
G.P.O., Washington, D. C. 
Paper edition 60c. 
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Resume Of Retail Installment 
Sales Contract Laws Available 


Commercial Credit Corp., 14 
Light St., Baltimore 2, Md., has 
recently published a revised edi- 
tion of its resumé of laws relating 
to filing and recording of retail in- 
stallment sales contracts in the U. S. 

Information is given for each of 
the 48 states in respect to the fol- 
lowing: 

Instrument recommended for use. 

Necessary signatures. 

Acknowledgment or affidavit: of 

whom required? 

Time limit within which to file or 

record. 

With whom is contract filed or 

recorded? 

Rerecording upon 

goods 


removal of 
into state or from one 


country to another within state. 





Rerecording upon removal of goods ate 
state on fr emothens 








D. Howard Doane — Vertical Farm 
Diversification 


Univ. of Okla. Press, Norman, Okla, 
1950. 184 p. $2.75. 


Jesness, Oscar Bernard — Readings 
on Agricultural Policy 


Blakiston, Philadelphia, 


$4.75. 


1949. 470 p, 


Norton, Laurence Joseph — Financ- 
ing Agriculture 


Interstate, Danville, Ill., 1948. 434 P. 
$3.45. 
Murray, William Gordon — Farm 


Appraisal, Classification and Valu- 

ation of Farm Land and Buildings 
lowa State College Press, Ames, lowa, 
1947. 278 p. $3.00 

Schultz, Theodore William — Pro- 

duction and Welfare of Agriculture 
Macmillan, New York, 1949. 225 p. $3.50, 


This list represents another con- 
tribution for a suggested collection 
of business information supplied by 
the Financial Division of Special 
Libraries Association, 31 East 10th 
Street, New York, N. Y. 


, - | 
| RESUME 


Laws relating to filing and recording of Retail Instalment Sales Contracts in the United States 
PRESENTED WITH THE COMPLIMENTS OF 


COMMERCIAL CREDIT COMPANY 


MARYLAND 
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Is it necessary to refile? When? 
What are the filing or recording 
fees payable? 

Has landlord a prior lien if con- 
tract has been filed or recorded? 
Legal rate of interest. 

Limit allowed by contract. 

Are attorneys’ fees stipulated 
on the face of the note, collecti- 
ble? Must seller elect between his 
remedies? 

If so, will the election of one 
remedy bar the election of any 
other remedy available to the 
seller? Effect of stipulation for 
concurrent remedies. 

Are the contracts of a married 
woman in business as a trader 
enforceable at law as if unmar- 
ried? 

Reprints of this resumé can be 
obtained from Michael Sheehan 
at the corporation’s headquarters. 
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RHYTHM-ADD INCREASED 
BANK OPERATORS’ SPEEDS BY 41%! 


New Monroe Technique Steps Up 
Figure Production 








Average operators add almost half again as fast by 
hen? using Rhythm-add, a new keyboard technique developed 
ding and perfected by Monroe after years of research. 
anti Tested recently in one of the nation’s largest banks, 
ded? Rhythm-add stepped up adding speeds of operators on an 

average of 41%! Best of all, this new and unique method 


Monroe 
Adding Machine 
Grand Total Model 


vx Glareless, 
Cushion-topped Keys 


is so simple, any operator, experienced or beginner, 
lated can master it after only 4 to 10 hours instruction. Once 
ect learned and used on the famous Monroe ‘Velvet Touch” 


n his pending 2 yx Direct Subtraction 
keyboard for whiets it is Gesigned, Rhythm-edd enables any + “Velvet Touch” 
one operator to achieve peak efficiency and production in record time. Ease of Operation 
any Cut costs, step up figure production in your bank. Ask your tv Automatic 
pr local Monroe man to tell you about Rhythm-add. Or drop a line to Credit Balance 
a Monroe Calculating Machine Company, Inc., Orange, N.J. vx Versatility 
te and other outstanding 
rrie 


Monroe features, plus topflight 
‘ader service by specially 


= M O N BR O E trained representatives 


Rhythm-add Trade-mark 


ehan MACHINE. S Fi OR BUSINESS Monroe Calculating Machine Company, Inc, 


‘ters. 
Monroe Calculating Machine Company, Inc., General Offices, Orange, N. J. 
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If you buy the Recordak Microfilmer 
you are now renting you'll get a... 





Start adding up the monthly 
rental payments you have made 


on your present Recordak Micro- 
filmer within the past 36 months. 


Then take 50% of this total— 
that’s the substantial credit allow- 
ance you will receive if you choose 
to’ own, rather than rent, your 
Recordak Microfilmer. 


This attractive offer enables you to 
buy—at surprisingly low cost—equip- 
ment that has already proved its worth 
in your bank. 


And with this low cost, there’s still 
another worth-while value—up to 2 
years of free maintenance service, in- 
cluding parts replacements, if necessary. 


Yes, it’s easy to understand why more 
than a thousand banks have already 
taken advantage of this outstanding 
offer. And the chances are you'll want 
to capitalize on the credit you’ve built 
up, too. So call in your local repre- 
sentative for all the facts . . . or write 
us. Recordak Corporation (Subsidiary 
of Eastman Kodak Company), 444 
Madison Avenue, New York 22, N. Y. 


“*Recordak” is a trade-mark 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming—and its application to banking systems 





AMERICAN SURETY GROUP 


30 


are 


YOUR 


needlessly 


endangered ? 


@@ recent survey conducted by BANKING 
showed that more than 95% of all banks 
contacted require prospective borrowers to 
furnish data regarding their fire and other in- 
surance coverages. BuT, only about 5% check 
as to whether there are bonds on borrowers’ 
employees. 


Yet, businesses strong enough to weather seri- 
ous fires can be wiped out by a sizable embez- 
zlement. And, today’s inflation has made large 
embezzlements more frequent! 


Don’t expose your loans to such hazards. Why 
not make sure that your customers’ employees 
are bonded? Suggest that your borrower call 
our agent in your community if he lacks this 
vital protection. ' 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 


How Military Leave Policies 
Affect Employee Benefit Plans 


Of the 180 companies contacted 
in a recent survey conducted by 
the National Industrial Conference 
Board, most are giving close atten- 
tion to the effects of military leave 
on employee benefit plans. Ques- 
tions dealing with pensions, group 
life insurance, group hospitalization, 
Blue Cross and Blue Shield, profit- 
sharing plans, annual bonuses, and 
vacation pay were taken into con- 
sideration by the employers. 

The survey shows that time in 
uniform will count in determining 
the length of service required for 
pension eligibility with a very large 
majority of the companies inter- 
viewed. The financing of employee 
pension credits for time in service 
“depends to a large extent on 
whether the plan is contributory or 
noncontributory.” If contributory, 
most of the companies state that 
they are suspending all payments; 
no further funding is made until the 
employee returns. However, where 
noncontributory pension plans are 
used, a major percentage of the 
companies will make contributions 
for the employee while he is in 
service, or upon his return. 


Group Life Insurance Plans 


Of the contributory group life in- 
surance plans employed, only ten 
per cent will continue in effect, pro- 
vided the employee makes his con- 
tributions and the insurance carrier 
continues to permit coverage at 
existing rates. 

A very small percentage of those 
companies canceling group life cov- 
erage are planning to contribute to 
the employee’s National Service Life 
Insurance premiums. About two- 
Insurance premiums. About two 
thirds of the companies doing this 
will reimburse the employee for the 
amount of insurance coverage for- 
merly held under the group plan. 


Group Hospitalization 


Almost one out of four of the 
companies interviewed which have 
a group hospitalization plan, will 
continue dependency coverage 
where it exists. Practices of the 
companies currently providing Blue 
Cross coverage for dependents 
| “vary widely depending on the type 
of financing in effect.” For example, 
a minority of the completely 
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employer-financed plans will con- 
tinue to pay the full cost of de- 
pendency coverage during military 
leave. On the other hand, an even 
smaller minority of the jointly 
fnanced plans and = employee- 


financed plans provide for continued | 


dependency coverage by the com- 
pany. A similar observation can be 
made on the cooperators having 
Blue Shield plans in effect. 

Of the very small percentage of 
companies interviewed which have 
a profit-sharing plan in effect for 


their nonexecutive personnel, only | 
one fourth provide for some type of | 


payment to departing employees. 
Slightly over half of the com- 


panies having a Christmas bonus | 
plan will consider the departing | 
employee as partly or wholly eligi- | 


ble for such payment. Virtually all, 
however, pay employees for vaca- 
tions fully earned but not taken at 
the time they enter service. 


Your Most Important Prospect 
ls You 

No matter what you are selling, 
hard goods or soft goods, tangibles 
or intangibles, Diesels or dicky 
birds, law, medicine, time on the 





air or white space in a book, your | 


most important prospect is YOU. | 


Your success in selling others, 
any time, any place or any thing, 


depends first of all and last of all | 


on how well you have, sold yourself 
on yourself and on the things you 
have to sell. 

You are your own toughest cus- 
tomer. Your doubts and misgivings 
will yield to no one else’s persuasion 
but your own. 

You are your own exclusive cus- 
tomer. No other man can sell you 
that bill of goods which destiny as- 
signs you as your quota. 

If you fail to sell anyone else you 
can always find another customer 
to take YOUR place. 

Show me a man who has sold 
himself with a firm and complete 
conviction, and I will show you one 





who, if he were deaf, dumb and | 


blind, could sell the world through 
the sheer power of that conviction. 

Nothing can stop him. Set him 
down in the desert and let the hot 


sands cover his whitened bones and | 


you will still find his message 


carved somewhere on_ enduring | 


stone.—R. O. Eastman, Eastman Re- 
Search Organization. 
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STRAIGHT AS THE CROW FLIES 
to TULELAKE or CALEXICO* 





Through its California-wide service (yours through 
one account in Los Angeles or San Francisco) Bank of 





America gives you direct routing to cities and towns 
throughout the state. This personalized service pre- 






serves the “human touch” in your correspondent 
relationships as well as providing speed and effi- 
ciency in the handling of California transactions. 













*The Northernmost and Southernmost California communities 
served by Bank of America branches. Over 300 other California 


communities have one or more Bank of America branches. 





Bank of America 


NATIONAL TRYST AN? ASSOCIATION 
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Bank of America Travelers Cheques 
are known the world over. 


Sell them to your customers. 


ui wont surprise any 


LTHOUGH we have been in business for over 100 
years . . . more installations of Mosler bank protective 
equipment were made in 1950 than in any other year. 
But what makes us even prouder is the fact that, for more 
than a century, no Mosler bank vault has ever failed to give 
complete protection. 

Neither fact, however, is likely to surprise any banker. 
For, after all, over 70% of the nation’s banks (and leading 


businesses) rely on Mosler protective equipment. 


% Mosler Safe“ 
8 SINCE 1848 


World's largest builders of safes and vaults... Mosler built the 
U. S. Gold Storage Vaults at Ft. Knox and the farnous bank 
vaults that withstood the Atomic Bomb at Hiroshima 


~ Z 
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ny| Banker in the 


World 


AMONG THE HUNDREDS OF BANK INSTALLATIONS MADE 


BIRMINGHAM TRUST NATIONAL BANK 


Birmingham, Ala. 
VALLEY NATIONAL BANK Phoenix, Ariz. 
NATIONAL BANK OF EASTERN ARK. 
Forrest City, Ark. 
SECURITY FIRST NATIONAL BANK 
Los Angeles, Calif. 
BANK OF AMERICA San Francisco, Calif. 
FIRST NATIONAL BANK Lamar, Colo. 
COLORADO STATE BANK Denver, Colo. 
HARTFORD CONNECTICUT TRUST CO. 
Hartford, Conn. 
PHOENIX ST. BANK & TRUST CO. 
Hartford, Conn. 
RIVERSIDE TRUST CO. Hartford, Conn. 
FIRST NATIONAL BANK Dover, Del. 
CHASE FEDERAL SAVINGS & LOAN ASSN. 
Miami Beach, Florida 
BANK OF GEORGIA Atlanta, Ga. 
C & S NATIONAL BANK Atlanta, Ga. 


AMERICAN NATIONAL BANK 
Brunswick, Ga. 


COLUMBUS BANK & TRUST CO. 
Columbus, Ga. 
FOURTH NATIONAL BANK 
Columbus, Ga. 
FIRST NATIONAL BANK & TRUST CO. 
Macon, Ga. 


SAVANNAH BANK & TRUST CO. 
Savannah, Ga. 
IDAHO FIRST NATIONAL BANK 
Boise, Idaho 
HOME FEDERAL SAVINGS & LOAN ASSN. 
Chicago, lil. 
THE FIRST NATIONAL BANK 
Crown Point, Ind. 


CITIZENS NATIONAL BANK 
D Evansville, Ind. 


INDIANA NATIONAL BANK 

Indianapolis, Ind. 
FIRST STATE BANK Britt, lowa 
FIRST STATE BANK Pittsburg, Kan. 

LINCOLN BANK & TRUST CO. 
Louisville, Ky. 
CENTRAL SAVINGS BANK & TRUST CO. 
Monroe, La. 


OUACHITA NATIONAL BANK 


Monroe, La. 
PAN AMERICAN LIFE INS. CO. 
New Orleans, La. 
MAINE SAVINGS BANK Portland, Maine 
COUNTY TRUST CO. Baltimore, Md. 
EQUITABLE TRUST CO. Baltimore, Md. 
SUBURBAN NATIONAL BANK 
Silver Spring, Md. 
BROOKLINE TRUST CO. Brookline, Mass. 
GREAT BARRINGTON SAVINGS BANK 
Great Barrington, Mass. 
GRANITE TRUST CO. Quincy, Mass. 


WELLESLEY NATIONAL BANK 
Wellesley, Mass. 


NATIONAL BANK OF DETROIT 
Detroit, Mich. 
AMERICAN NATIONAL BANK 
St. Cloud, Minn, 
THE PEOPLES BANK Ripley, Miss. 
PARK NATIONAL BANK Kansas City, Mo. 


SOUTHEAST STATE BANK 
Kansas City, Mo. 


BY MOSLER IN 1950, ALONE: 


B.B. & E. CORP. St. Louis, Mo. 


WESTERN LIFE INSURANCE CO. 
Helena, Mont. 


AMERICAN NATIONAL BANK 
Sidney, Nebr. 


NEVADA BANK OF COMMERCE 
Reno, Nevada 


NATIONAL STATE CAPITAL BANK 
Coacoca, N. H. 


FIRST SAVINGS & LOAN ASSN. 
East Paterson, N. J. 


UNION COUNTY TRUST CO. 
Elizabeth, N. J. 


FAIRLAWN-RADBURN TRUST CO. 
Fairlawn, N. J. 
HOWARD SAVINGS BANK Newark, N. J. 
NATIONAL BANK & TRUST CO. 
Passaic-Clifton, N. J. 
FIRST NATIONAL BANK & TRUST CO. 
Paterson, N. J. 
FIRST NATIONAL BANK Melrose, N. M. 
EAST BROOKLYN SAVINGS BANK 
Brooklyn, N. Y. 
DIME SAVINGS BANK Brooklyn, N. Y. 
GREATER N. Y. SAVINGS BANK 
Brooklyn, N. Y. 
MARINE TRUST CO. Buffalo, N. Y. 
M & T TRUST CO. Buffalo, N. Y. 
CITY NATIONAL BANK & TRUST CO. 
Gloversville, N.Y. 
UNION TRUST CO. Jamestown, N. Y. 


HERKIMER COUNTY TRUST CO. 

Little Falls, N. Y. 
BANK OF MANHATTAN CO. 

New York, N. Y. 
BRONX SAVINGS BANK New York, N. Y. 


CHASE NATIONAL BANK 
New York, N.Y. 


CHEMICAL BANK & TRUST CO. 
New York, N. Y. 
NATIONAL CITY BANK OF N. Y. 
New York, N. Y. 
9TH FEDERAL SAVINGS & LOAN ASSN. 
New York, N. Y. 
METROPOLITAN LIFE INSURANCE CO. 
New York, N. Y. 
MUTUAL LIFE INSURANCE CO. 
New York, N. Y. 
NEW YORK TRUST CO. New York, N.Y. 
SwisS BANK New York, N. Y. 
GENESEE VALLEY TRUST CO. 
Rochester, N. Y. 
UNION TRUST CO, Rochester, N. Y. 
FIRST TRUST & DEPOSIT CO. 
Syracuse, N. Y. 
LINCOLN NATIONAL BANK & TRUST CO. 
Syracuse, N. Y. 
ONONDAGA COUNTY SAVINGS BANK 
Syracuse, N. Y. 
SYRACUSE SAVINGS BANK 
Syracuse, N. Y. 
PEOPLES NATIONAL BANK & TRUST CO. 
White Plains, N. Y. 
PEOPLES LOAN & SAVINGS 
Statesville, N. C. 
FIRST NATIONAL BANK Drake, N. D. 
THE CENTRAL TRUST CO. Cincinnati, O. 
PREBLE COUNTY NATIONAL BANK 
Eaton, O. 


FIRST NATIONAL BANK Middletown, O. 


FIRST NATIONAL BANK 
FIRST NATIONAL BANK 
Ponca City, Okla. 
AMERICAN NATIONAL BANK 
Sapulpa, Okla. 
THE FIRST NATIONAL BANK 
Eugene, Oregon 
FEDERAL RESERVE BANK 
Portland, Oregon 
FIRST NATIONAL BANK 


Altus, Okla. 


Portland, Oregon 
THE U. S. NATIONAL BANK 
Portland, Oregon 
THE FIRST NATIONAL BANK Erie, Penn. 
U. S. NATIONAL BANK Johnstown, Penn. 
CENTRAL PENN NATIONAL BANK 
Philadelphia, Penn. 
THE PENNSYLVANIA CO. 
Philadelphia, Penn. 
THE PHILADELPHIA SAVINGS FUND 
SOCIETY Philadelphia, Penn. 
TRADESMENS NATIONAL BANK & 
TRUST CO. Philadelphia, Penn. 
MELLON NATIONAL BANK & TRUST CO. 
Pittsburgh, Penn. 
PEOPLES FIRST NATIONAL BANK & 
TRUST CO. Pittsburgh, Penn. 
INDUSTRIAL TRUST CO. Providence, R. I. 
FIRST NATIONAL BANK Greenville, S. C. 
THIRD NATIONAL BANK Nashville, Tenn. 
CAPITAL NATIONAL BANK Austin, Texas 
FT. WORTH NATIONAL BANK 
Ft. Worth, Texas 
FIRST NATIONAL BANK 
San Antonio, Texas 
THE WAGGONER NATIONAL BANK 
Vernon, Texas 
WALKER BANK & TRUST CO. 
Salt Lake City, Utah 
GRANITE SAVINGS BANK & TRUST CO. 
Barre, Vermont 
CITIZENS NATIONAL BANK 
Alexandria, Va. 
SOUTHERN BANK OF NORFOLK 
Norfolk, Va. 
Richmond, Va. 


Richmond, Va. 


BANK OF VIRGINIA 
HOME INSURANCE CO. 
FEDERAL RESERVE BANKS 
Seattle, Wash. 
NATIONAL BANK OF COMMERCE 
Seattle, Wash. 
SEATTLE TRUST AND SAVINGS BANK 
Seattle, Wash, 


SEATTLE FIRST NATIONAL BANK 
Yakima, Wash, 
FIRST NATIONAL BANK 
Terra Alta, W. Va. 
SEYMOUR STATE BANK Seymour, Wis. 
RAWLINS NATIONAL BANK 
Rawlins, Wyo. 
BANCO DE CREDITO REAL DE MINAS 
Rio de Janeiro, Brazil 


ROYAL BANK OF CANADA 
Montreal, Canada 


BANK OF NOVA SCOTIA 
Toronto, Canada 
BANCO DE BOGOTA Bogota, Columbia 


BANCO DE COMERCIO S. A. 
Mexico City, Mexico 


BANCO DE VENEZUELA 
Caracas, Venezuela 


Many of the banks above have been customers of The Mosler Safe Company for over 75 years 
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Good Lighting Is Good Business 


By ROBERT H. BRAITHWAITE 


Secretary, Manufacturers and Traders 
Trust Company, Buffalo, N. Y. 


Asst. 


year of the existence of the 

Manufacturers and _ Traders 
Trust Company, Buffalo, N. Y., and 
the year brought with it a new in- 
novation which assumed an impor- 
tant role in bank operations. This 
was the electric light bulb. To the 
bookkeeper and teller who labori- 
ously recorded every transaction 
with pen, ledger, and eye-shade, the 
electric light bulb became the ul- 
timate in good bank illumination. 
The prevailing opinion was that at 
last banking transactions could be 
conducted under nearly perfect 
lighting conditions. Since that day 
seventy years of scientific research 
has produced unusual artificial 
lighting, the effect of which was 
undreamed of by the banker of that 
earlier era. 


Te: YEAR 1881 MARKED the 26th 


Planned Lighting Important 


The increased construction of 
modern bank quarters throughout 
the country, has brought with it a 
recognition of the importance of 
planned lighting and an opportuni- 
ty to correct lighting faults of long 
standing. Planned lighting has tak- 
en an important place in the crea- 
tion of comfortable and attractive 
quarters alongside the elimination 
of tellers cages, installation of air- 
conditioning and construction of 
larger lobby areas. The desirability 
of having the critical work areas 
such as the tellers windows and 
check desk brightly lighted and at 
the same time provide a soft light 
in the public area is generally rec- 
ognized. Lighting engineers at- 
tempted to solve this problem, and 
their research successfully resulted 
in the versatile cold cathode tube 
system, which not only acomplishes 
these changes in illumination but 
presents a pleasing, uniform effect. 

An example of this modern il- 
lumination is contained in the new 
Main-Delavan, University Plaza, 
Airport Plaza, and Lackawanna 
offices of the Manufacturers and 
Traders Trust Company. 
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In order to achieve the desired 
effect, custom-made cold cathode 
tubes were used. These tubes are 
gaseous and become activated by 
high voltage current through the 
medium of transformers. They con- 
tain no filament and because cold 
cathode tubing can be bent to fol- 
low irregular ceiling ‘troughs’, they 
can be individually designed to 
blend with the building architec- 
ture. These features provide the 
architect with opportunities to cre- 
ate effective designs with light, 


oe. 


which enhance the beauty and indi- 
viduality of the entire interior, 
While these pictures testify to effec. 
tive designs, they in no way indi- 
cate the profitable use of applied 
light. 

How efficiently cold cathode tube 
lighting was applied to the Main- 
Delavan office is illustrated in these 
comparisons, verified by light me- 
ter: 

Lobby Area 


Officers Desks 
Lobby Counters 


— 40 Foot Candles 
— 45 Foot Candles 
— 50 Foot Candles 


Eee 


Planned lighting in the Main Delevan office (upper). and the University Plaza office 
(lower) of the Manufacturers and Traders Trust Company.) 
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=, New Power /iygg/ in Your Grasp! 


Market values on trusts or collateral 
computed in minutes . . . accruals and 
discounts calculated with the speed of 
light . .. savings dividends computed at 
100 accounts a minute. 


This is only a sample of the power 
put in your hands by the pluggable IBM 
Electronic Tube Assembly, the heart of 
the IBM Electronic Calculator. Here is 
power to do simple and complex calcula- 
tion without the need for supervision 
of step-by-step operation . . . power to 
free men’s minds from the burden of 
detail computation and to eliminate fre- 
quent human error. 


INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 


fice 
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The lighting at the Airport Plaza office was judged as the finest in Western New York by the Illuminating Engineers Society in 1949. 


Tellers Counters 
Clerical desks 


— 65 Foot Candles 
— 70 Foot Candles 
(A foot candle is a unit of electrical measure- 
ment) 

These variations result in a softer 
light within the area in which the 
customer feels more comfortable 
and more at ease. The area of the 
officers’ desks contains an increased 
but still subdued light in which the 
customer feels relaxed while dis- 
cussing his financial problems, apart 
from the faster moving clerical ac- 
tivity. The 65 F.C. of the tellers 
counters does not reflect shadows 
since the light source is not brilliant. 
This degree of light has been found 
to considerably reduce eye-strain 
and fatigue. The teller also looks 
‘ directly into a softer-lighted lobby, 
a condition which is an advantage. 


Has Qualities Of Natural Sunlight 


The color of cold cathode tube 
lighting is blended to embody the 
qualities of natural sunlight, an im- 
portant factor in lighting the check 
desk area. Here all shadows and 
contrasting light is controlled by 70 
F.C., contributing to speed and ef- 
ficiency in handling the volume of 
work processed by this: section. 
Again, fatigue and tension resulting 
from flickering and poorly located 
lights have been eliminated, and 
operating efficiency has been in- 
creased. 


The present trend in architec- 
tural development has resulted in 
the production of building materials 
which greatly enhance the effective- 
ness of cathode tube lighting. An 
illustration of this is found in the 
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use of white or bleached oak wood- 
work, which has been found to 
further control light reflection as 
well as present a pleasing effect to 
the customer and the staff. A floor 
of white mosaic tile for example, 
also reduces contrast as the light 
travels from the ceiling to floor and 
back to the ceiling. 

Modern bank construction also 
features ceilings of acoustical tile 
which can be colortinted to create 
any desired effect complementary 
to the lighting plan. Because this 
material absorbs sound, it also plays 
an important part in increasing op- 
erating efficiency. The proper se- 
lection of interior finishes, there- 
fore, is an important consideration 
in planning bank lighting. 

The warm friendly atmosphere 
of the well-lighted bank attracts 
customers. It results in increased 
business simply because the cus- 
tomer will do his banking where he 
feels comfortable and welcome. 
Moreover, a pleasant environment 
is established which contributes to 
the morale of personnel, and in- 
creased efficiency. The staff member 
who takes pride in his work place 
and environment is an asset to any 
bank operation. 


Effectiveness Of Other Improvements 
Dependent On Good Lighting 
Consistent improvement in bank 
methods of operation is being made. 
For example, improved record keep- 
ing, new arrangement of office floor 
plans, and new job training methods 
develop efficiency and service. The 
effectiveness of these improvements, 


however, is dependent to a large de- 
gree upon good lighting, and greater 
recognition is being given to its 
value. 

From the standpoint of operation 
and economy, the cold cathode tube 
is very practical. In three years of 
operation at the University Plaza 
office, less than 10% of the 500 units 
in use have required replacement. 
With regard to measuring the cost 
of current required to achieve a 
given lighting condition by cathode 
tubes as compared with incandes- 
cent lighting, it is well to note that 
the cost of a watt of electricity is a 
fixed figure. The use of coated type 
light tubes, however, has resulted in 
more light and better light per watt 
of electricity consumed. 


Win Two Awards 


The men engaged in the lighting 
field recognize these fine qualities 
and as a result, the Western New 
York chapter, Illuminating Engi- 
neers Society, judged the Airport 
Plaza office as the finest lighting job 
in the area in 1949. The installation 
has now been entered in eastern 
zone competition. The University 
Plaza lighting was awarded a gold 
medal at the second International 
Lighting Exhibition at Chicago, 
1947. 

Featuring quality of design, in- 
creased operating efficiency and low 
cost of maintenance, cold cathode 
tube lighting has proved to be an 
outstanding development in bank 
lighting: It offers greater possibili- 
ties for the future. 
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For Him... This Check Means ‘‘Protection’’ 








June, 1951 


It’s a lucky baby whose parents think to open a savings account for his 
future protection. » » In a different sense grown-ups find protective value 


‘in the La Monte Safety Paper used for their checks. Each business day vast 


numbers of checks lithographed on La Monte Safety Papers are put into 
circulation. They carry out with maximum safety a large part of the money 
transfers of this and other countries. The superior quality built into La Monte 
check papers is winning the approval of more and more bankers. May we 
suggest you ask your lithographer to show you samples, or... we'll gladly 
send them direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such wnpivipuaLizeD check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 





THE WAVY LINES @ ARE A LA MONTE TRADE-MARK 
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His Business Commodity Is People 


‘“Banking,’’ says Fowler W. Martin, ‘‘is the easiest thing in the 


world to sell because it can do so much for people.”’ 


By BETTY OSBORN 


ARD-BOILED, IRON GRILLED 
LH BANKING institutions are 

about as plentiful today as 
old wooden ice boxes—thanks to 
bankers like Fowler W. Martin. 

Mr. Martin, vice president of Pa- 
cific National Bank of Seattle, has 
a formula for banking. It’s nothing 
mystical or complicated. He even 
makes it sound ridiculously easy. 
But it’s made him one of the most 
successful and well known men 
in Seattle and has helped to build 
a friendly bank that attracts people 
rather than leaving them in tongue- 
tied awe. 

Forty-two years ago the Vice 
President was an enterprising bank 
messenger with curiosity and one 
year of high school. He noticed that 
one officer had the reputation of 
being a poor banker but, neverthe- 
less, was the one to whom six out 
of seven customers came. Banker 
or no banker, he certainly could 
bring in the business, and to the 
18-year-old beginner that seemed 
like a mighty valuable asset. So 
young Martin watched the man— 
found he met people, all people, on 
their own ground. He discovered 
their interests and problems, came 
to know them as friends. Fowler 
thought he would give it a try for 
what it was worth. 


Attended AIB Five Years 

That wasn’t exactly all he did. 
For five years he went to the 
American Institute of Banking at 
night. In the morning his wife and 
he studied together from 5 to 7. 
The messenger soon became a tell- 
er and, at the age of 27, an assist- 
ant cashier. A year later, when 
bankers were first beginning to 
consider improved methods of deal- 
ing with personnel and public, the 
assistant cashier was selected to 
wrestle with public relations and 
the problems of an office manager. 
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But it really wasn’t much of a 
struggle for him—he just put the 
poor banker’s one asset into full 
operation. 

“It was a lot of fun,” Mr. Martin 
reminisces now. “I’ve never seen 
such wonderful people. You’ve 
heard about big and happy families, 
but we really had one.” 

Some of the employees he then 
worked with are at the Pacific Na- 
tional now. Steve Grey, in charge 
of the new accounts department, 
tells of the trip to Canada he won 
for renting the most safety deposit 
boxes during a three week’s contest. 
Six hundred dollars in additional 
prizes were awarded and the bank 
came out with 497 boxes rented. 

“Fowler used to give semi-week- 
ly dinners for the staff,” Mr. Grey 
recalls. “They weren’t strained em- 


oe 


ployee-employer musts. Everyone 
went because he enjoyed the feeds 
and the good time. It’s strange, but 
I’ve never seen such a lack of dis- 
content on the job. The people felt 
perfectly at ease to go to Fowler 
with any kick they had, and he 
did something about it. He was 
certainly a wonderful office mana- 
ger.” 


Turnover No Problem 

Even the unrest and insecurity 
of war couldn’t penetrate such a 
set up. During the entire first World 
War there was no acceleration of 
turnover in Mr. Martin’s crew. 

By 1924 he was cashier of his 
bank and well known throughout 
the city. Four years later he re- 
ceived a bid from a new and rapid- 
ly growing independent bank, the 
Pacific National, which had been 
organized on the theory that busi- 
nesses and people liked to deal 
with a home town bank and bank- 
ers who knew them. It had just 
moved into a new building, a light 
cheerful bank devoid of suspicious 
iron grill bars and private dens for 
officers. Somehow it fit the young 


Mr. Martin takes a few minutes relaxation for coffee and a joke or two with other em- 
ployees in the bank's lunchroom. No matter how busy the banker is he seems to have 


time for a little laughter. 
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Building Strength for the Free World 


Highlights from the Annual Report of Standard Oil Company (New Jersey)* 
for 1950...a year of record activity 


Standard Oil Company (New Jersey) is an American cor- 
poration which has, in varying degrees, investments of capi- 
tal and technical knowledge in a large number of operating 
oil companies, both in the United States and abroad. In 1950, 
these companies: 


IN THE U.S. A. 


Drilled over a thousand new wells, with an 
unusually high proportion of producers . . . 
Improved and expanded refineries in New Jersey, 
Maryland, Louisiana, and Texas . . . Completed 
a new continuous wax-making plant at 
Bayonne, N. J... . Added 370 miles to Texas 
crude oil pipeline systems . . . Started doubling 
the capacity of a products pipeline across 
Pennsylvania . . . Let contracts to increase by 
85% the capacity of a pipeline from Baton 
Rouge to the Southeastern states ... At 
government request, re-activated two govern- 
ment-owned Butyl rubber plants; also continued 
operating two others which have been producing 
constantly since 1943 .. . Invested over 20 
million dollars in laboratory research for new 
and improved processes and products. 


IN WESTERN EUROPE 


Proposed a plan which ended gasoline rationing 
in England . .. Went ahead of schedule in 
construction of a new refinery at Fawley, 
England, to be the largest in Europe. . . 
Expanded, improved or started construction of 
refineries in Norway, Belgium, West Germany, 
w France, and Italy . . . Opened many new 
service stations, which served not only local 
motorists, but some 18,000 American tourists .. . 
Supplied 28% more fuel oil than a year ago, 

to meet needs for industrial expansion .. . 

Met the greatest demand for asphalt for new 
road building ever experienced in these areas. 





IN THE MIDDLE EAST 
Stepped up oil production substantially in Saudi 
Arabia . . . Opened the vitally important 
Trans-Arabian Pipeline system from oil fields 
on the Persian Gulf to the Mediterranean .. . 
Bail over 1,000 miles of 30- and 31-inch pipe... 
- Started construction of a large-diameter 
pipeline extending 550 miles from Iraq to the 
Mediterranean. 





IN THE FAR EAST 


A 


Expanded production of crude oil in Indonesia 





— 


IN CANADA 


< 


Produced nearly 50% more oil than a year 
ago .. . Made new oil and gas discoveries in 
Ontario and Alberta . . . Operated nine 


a refineries at 14% greater output than a year 
al {as 





= 4 and explored for oil in Papua . . . Increased 
; t output of refineries in Australia, Sumatra, Japan. 


ago .. . Opened a new 1,100-mile pipeline 
system from Alberta to Lake Superior, to carry 
crude oil toward the major Canadian refineries 
and markets. 


IN SOUTH AMERICA 


Set a new production record in Venezuela, 
second largest oil-producing country in the 
world . . . Operated the big Aruba refinery in the 
Netherlands West Indies at a higher rate than 
ever before . . . Met sharply increased call for 
products throughout the continent, to support 
the vigorous post-war development. 





IN OCEAN TRANSPORT 


Received the last 4 of 12 super-tankers ordered 
two years ago .. . Ordered 6 more new 

. tankers . . . Operated an ocean-going tanker 
fleet of 117 vessels, totaling over 2 million 
deadweight tons. 


IN EMPLOYEE RELATIONS 

= Continued the same favorable labor relation- 

Ki ships that have prevailed for more than three 
decades, with no strikes in domestic operations. 


THE YEAR ENDED... THE JOB GOES ON. In 1950, for the first 
time, world use of oil outside the Iron Curtain passed 10 
million barrels a day. For comparison, it was just over 7 
million in 1945, the peak war year. 


This is significant to free people everywhere. Oil supplies in 
today’s world are closely linked to living standards and 
national strength. 


It seems clear that more and more the world will look to oil to 
help keep it free and progressive. More and more it becomes 
clear, in meeting that need, that the American-developed 
business process of risk and result . . . of competition spurring 
corporate ingenuity and responsibility . . . is a strong and 
flexible system for promoting the welfare of people. 


* We will be pleased to send a copy of the full report to anyone wishing 
it. Write Room 1626, 30 Rockefeller Plaza, New York 20, N. Y. 


FINANCIAL SUMMARY 


Standard Oil Company (New Jersey) and Consolidated Affiliates 


Total income from sales, 
services, dividends and 
interest . .$3,198,266,000 


Taxes collected for gov- 
ernments ..$294,749,000 
Wages and other employ- 
ment costs. . $548,205,000 
Spent for new plants and 
facilities .. .$295,132,000 
Number of stockholder- 
CN eccatacs 222,000 
Number of 
employees ...... 116,000 


Net income. . .$408,223,000 
or $13.48 per share 


Dividends ...$151,028,000 
or $5.00 per share 


Taxes paid . . .$276,000,000 





STANDARD OIL COMPANY (NEW JERSEY) 


AND AFFILIATED COMPANIES 


June, 1951 
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progressive banker who in 1928 
became its vice president in charge 
of new business. 


The messenger boy’s experiment 
had paid off for everyone con- 
cerned. It had developed into some- 
thing big, but nothing all of us 
haven’t heard about and recognized 
as a “good idea” or perhaps dis- 
carded with a “but I’m a business 
man.” 

Mr. Martin is a busness man. 
He’d put it something like this. 
“Consideration cooperation 
candor = good business.” His busi- 
ness commodity is people, the peo- 
ple behind the dollar signs and ac- 
count numbers. 

“Customers often are suspicious 
when they walk into a bank,” he 
says, “because of the old big-bad- 
grasping banker fables. They feel 
inferior on the banker’s ground. 
All you have to do is be human 
and they are so surprised they are 
put at ease.” 

He explains that it is easy to tell 
what people are interested in. When 
he took their deposits as a teller h¢ 
would listen to their remarks. If 4 
little old woman mentioned tith- 
ing, he talked about church. If a 
man brought in his day’s profit, Mr. 
Martin discussed his business. If a 
woman was building up her child’s 
savings account, the conversation 
was worked around to her child 
and her plans for him. The second 
time the customer came in, it was 
easy for the teller to recall the dis- 
cussion and, what was equally im- 
portant, the depositor remembered 
him. 


‘Everyday Answers’’ To Problems 

Explaining his policy, he says, 
“People coming into a bank for a 
loan generally have _ problems, 
which can very naturally work 
into the conversation. To the banker, 
they are common problems because 
he hears them everyday. He can 
give everyday answers, oar at least 
suggestions. To the customer the 
problems are his and very big. He 
is impressed, he is grateful, and he 
is helped. He doesn’t readily for- 
get.” 

Banking, to Mr. Martin, is a 
cooperative enterprise between 
people, firms and the bank. He has 
developed a habit of watching for 
the weak spots in businesses— 
places where they need a good sec- 
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FOWLER W. MARTIN 


retary, bookkeeper, or perhaps an 
efficient officer. When a promising 
application is made to the bank but 
the bank has no opening, he merely 
suggests the organization in need 
of such help to the applicant or the 
applicant to the firm. Incidentally, 
the bank has had a lot of business 
from these companies. He suggested 
three people to the Carnation Com- 
pany in Seattle who today are three 
of their top people. Five of the men 
he directed to Alaska in this man- 
ner are today five of Alaska’s lead- 
ing bankers. 

As personnel director it was his 
policy never to hire anyone who he 
didn’t think would be happy or 
adaptable to banking. If after a 
brief trial the employee didn’t seem 
to fit, Mr. Martin would let him go. 
But never without telling him ex- 
actly why. Never without locating 
a job in which he felt the person 
would be more successful. 

“Banking is the ee-iest thing in 
the world to sell, because it can do 
so much for people,” he maintains. 
“But, you must be sold on any- 
thing yourself before you can sell 
it to others. No one should spend 
his life in a business he does not 
enjoy, or working for a firm whose 
policies he doesn’t respect.” 

If you have a good job, health, 
a fine family and friends, you have 
everything in the world, according 
to Mr. Martin. 

As the bank’s personal contact 
man to Alaska, he has for 20 years 
made a yearly goodwill tour of the 
principal Alaskan cities. He visits 
banks, canneries, construction com- 
panies—bank customers and non- 
customers. During the war when 


it was difficult for people to get 
down from the north, he was a 
one-man provision center, answer- 
ing requests for supplies ranging 
from wedding dresses to cheese 
cloth for covering wild game. He 
has even acted as adviser to chil- 
dren of his Alaskan acquaintances 
who have come to the states to 
school. 


It is needless to point out his 
value to his bank. And yet, to hear 
him tell it, it is quite as simple as 
a primary sum. 

“After all,” he says, “when you 
get to know people, they really are 
all about equal. They just have 
their long and short comings in 
different places.” 


This is the successful banker who 
has helped thaw out the cold im- 
personal bank of yesterday. 


Consider The College Graduate 


“The colleges are graduating 
large numbers today, many with- 
out definite career patterns, espe- 
cially among the girls. Here is a 
real opportunity to attract a high 
type of individual; but before tap- 
ping this source, we must first 
change some of our old ideas on 
starting salaries and slow promo- 
tion patterns. This is especially true 
of the veterans now graduating | 
from the colleges. They are men, 
not boys, many married, and are 
worthy of the pay and opportuni- 
ties of a mature person. But you 
will find them serious-minded and 
quick to learn. Among this group, 
let’s not overlook the physically 
handicapped. You will find this a 
source of some of your finest em- 
ployees.”—Robert Lindquist, vice 
president, La Salle National Bank, 
Chicago, Illinois, before the ABA 
Bank Manpower Conference. 


@ The famous coin George Wash- 
ington threw across the Rappahan- 
nock was a big Spanish Silver 
Dollar. Originally, these coins were 
called “Joachimsthalers” as they 
were first issued in the village of 
Joachimsthal in Bohemia. Eventu- 
ally, the name was shortened to 
“Thalers,” later to ‘“Dalers” and 
finally to “Dollars.” — Around the 
Bank, staff magazine of the Omaha 
National Bank. 
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how do other banks cut costs 
on accounting work? 


you'll know 
when you see— 







the best accounting plans evolved from\ 

Burroughs experience with banks in every \@ 
state — assembled into one easy-to-read 
portfolio. \ 


@ If a bank in California has found a simpler, less 
expensive way to handle payroll accounting — 


© If a New England bank vice-president has developed 
a general ledger system that has proved error-free in practice— 


@ If any other bank—anywhere—has a better way to handle 
any phase of general bank accounting — 


@ You should know about it! 


That’s what Burroughs had in mind when we collected speed and ease by the Burroughs General Accountirs 
accounting ideas actually in use in banks coast-to-coast Machine. You're sure to find ideas that will help your 
bank to simplify its accounting procedures—cut account- 


. selected the best ones . . . then combined them into a : 
nisi , : ing costs. 
simplified general accounting system, presented in a . 
single package—Bank Accounting Simplified. Bank Accounting Simplified is ready for your study now, so 
get in touch with your Burroughs man today. He’ll bring 
This new portfolio suggests complete practical plans for all it right over. Burroughs Adding Machine Company, 
phases of bank accounting . . . handled with money-saving Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE'S 


Burroughs 
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An innocent looking fountain pen, you say. 

That’s right, but it cost one busy bank officer $625 last 
year. 

That was the price, in officer time, of signing bank checks 
by hand, with a pen. It could have been worse, too — hand 
signatures are easy to forge and copy. 

Now-—for the first time—you can find out the actual price 
your bank is paying for hand-signed checks. 

The new Todd Time-Study Chart gives you the whole 
costly, dangerous picture at a glance. 

For example: If a $12,500 a year officer signs 500 checks 
a week, he’s wasting $625 annually, in time alone—he’s expos- 
ing countless “samples” of his signature to possible crooks and 
forgers and he’s making 26,000 extra demands annually on his 


health and energy. Send for the Todd Time-Study Chart 


today. And get the facts about the Todd 
Protectograph Signer—the machine that 
signs 50 checks a minute —that stops 
check crimes where they start and pro- 
: \vides positive control over check issuance. 


THE TODD COMPANY, inc., 

Dept. BM, Rochester 3, N.Y. 

Please send me without cost or obligation your Time-Srudy 
Survey, “Cost of Signing Checks by Hand,’’ together with 
information about the Todd Protectograph Signer. 


Ban': Name 





COMPANY, INC. 
Addre:s . . ’ . y Sfevels| aa 


ROCHESTER & NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 





City . . Zone 











Car Loan Business .. . 
(Continued From Page 16) 
sive campaigns or where banks and 
insurance agents jointly have spon. 
sored an educational program, the 
Plan is producing excellent results, 
Yet in other sections, the surface 
has hardly been scratched. 

As for the future and its uncer- 
tainty regarding future credit re- 
strictions and curtailments in au- 
tomobile production, the available 
volume of automobile paper is 
bound to decrease. Therefore, the 
Bank and Agent Auto Plan which 
has proved to be an effective source 
of good automobile loans under ad- 
verse conditions should be used to 
its fullest extent. Each day, more 
and more agents start promoting the 
Plan in their own communities and 
every day, an increasing number of 
automobile buyers become aware of 
bank financing and the savings this 
method affords. 

If banks will make an even 
stronger attempt to enlist the sup- 
port of insurance producers, and 
then will give these producers low 
interest rates and competitive terms 
and speedy service, the volume of 
their direct automobile loans should 
increase considerably. 

And remember, the experience of 


| countless banks clearly indicates 


that customers for automobile loans 


frequently can be developed into 


regular users of the banks’ other 
services, including checking ac- 


| counts, safe deposit boxes and per- 


sonal loans for home improvements. 


| From any angle, therefore, the 


Bank and Agent Auto Plan offers 


| banks an unusual opportunity. 


“Eventually, throtgh the murk 


| of our confusion and through the 
fog of partianship, we will all— 
| even the most ostrich-minded of 
| us—come to see the terrible danger 


we face. When that time comes, let 
our enemies beware; for when 


| America arises in its full might, in- 
| spired by its great heritage and de- 
| termined to shape its great destiny, 


no enemy will be strong enough, 
no task too big, no problem too dif- 
ficult. When the time of our awak- 
ening is at hand—and pray God it 
be soon—victory for the cause of 
freedom is assured.”—Merlyn S. 
Pitzele, labor editor, Business Week, 
before’ the ABA Bank Manpower 
Conference. 
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Answers To Bankers Monthly 
Quiz No. 95 


c. The check was charged to 
his account at the time it was 
certified and must be redeposited. 


d. It is doubtless so called be- 
cause it is a record of custom- 
ers’ liabilities to the bank. 


c. 
2 
4 | a, b, d. Capital and undivided 
profits are owed to the bank’s 
shareholders; the deposits, of course, 
to the depositors. 
a. 


i -. fal «. 


c. The Federal Reserve banks 

announced that 76 per cent of 
all checks examined Dec. 1, 1950, 
bore the symbol in the approved 
location. 


F. This could not be true of 
Districts 10, 11, and 12, and 
routing symbols of banks lo- 

cated in these Districts have four 

digits, the first two of which desig- 
nate the number of the District. 

The statement is correct for Dis- 

tricts Nos. 1 to 9. (Page 63, Rand 

McNally’s Blue Book First 1951 ed.) 


c. As will be noted in the tab- 

ulation opposite page 61 of 
Rand McNally’s current Blue Book, 
prefix numbers 50 to 99 have been 
assigned to states arranged into 
geographical groups, with the ex- 
ception that 59 has been assigned 
to Alaska, Hawaii and Puerto Rico, 
and 89 is unassigned. 


he: He # ». 


ec. New York City’s Clearing 
House was organized in 1853. 


(1) Redeem the bonds for full 

cash payment, according to the 
original terms of the contract; (2) 
retain the bonds under an automatic 
extension for up to ten years beyond 
the maturity date; (3) exchange 
the bonds for Series G Savings 
Bonds in amounts of $500 and mul- 
tiples thereof. 


T. However, they are usually 
willing to do so as a matter of 
courtesy. 


Dist No. Council Member 
1 (Boston) Walter S. Bucklin 
2 (NewYork) N. Baxter Jackson 





seers comamer 
See 





(Phila.) Frederic A. Potts 
(Cleveland) Sidney B. Congdon 
(Richmond) Robert V. Fleming 
(Atlanta) J. T. Brown 
(Chicago) Edward E. Brown 
(St. Louis) W. L. Hemingway 
(Mpls.) Joseph F. Ringland 
(Kansas City) David T. Beals 
(Dallas) J. E. Woods 
(San Francisco) J. K. Lochead 


ii T. 


According to The Federal Re- 
serve Bulletin for March, “.. . 
international transactions during 
1950 resulted in a net over-all 
transfer of gold and dollars from 
American to foreign ownership 
amounting to $3.4 billion.” 


Our opinion: Any = general 

adoption of this procedure 
would be sure to vastly increase 
inflationary pressures where they 
are already most severe. Whether 
or not it is important from the 
standpoint of the amount involved, 
it would seem to be a violation of 
the basic principle of the entire 
program. (We’d like your views.) 


Are they known and accepted all 
over the world? NCB Travelers Checks are 
famous everywhere. They have been used 

by experienced travelers the world over for nearly 
a half century. 


Are they safe...and spendable everywhere? 
NCB Travelers Checks are accepted just like cash. 

If they are lost or stolen, the owner receives a full refund 
—a guarantee backed by this great world-wide bank. 


Do you get ALL the selling commission? 
+ * You keep the ENTIRE sales commission—$7.50 on each $1,000 
of NCB Travelers Checks sold. 


If you do not already sell NCB Travelers Checks, write for complete details and free sales helps. 


THE NATIONAL CITY BANK OF NEW YORK 


June, 1951 


Fiak cn W, orld Wide Banking 


Head Office: 55 Wall Street, New York 15, N.Y. 


53 Overseas Branches 
Member Federal Deposit Insurance Corporation 


Correspondent Banks Everywhere 





Shredmaster Profitably Reduces 
Paper To Unreadable Shreds 


Though Shredmaster serves many 
purposes, its most obvious and 
striking use today is its function as 
a security device. The machine re- 


duces confidential records, specifi- 
cations, blueprints, and drawings 
to unreadable shreds, eliminating 


any possibility of 
basket espionage.” 

Both models, heavy duty and 
standard table model, are compact 
and presentable enough to be used 
in an executive office, if necessary. 
Operation is noiseless, clean, inex- 
pensive, and safe. 

If obsolete records are now being 
incinerated, the cost of transporta- 
tion and supervision can be turned 
into profit by shredding all waste 
paper and selling it. 

Shredmaster is a product of The 
Shredmaster Corp., 205 Willough- 
by Ave., Brooklyn 5, N. Y. 


“wastepaper 


Cosco Posture Chair Designed 
To Provide Comfort On The Job 


The new Cosco “Finger-Lift” 
Posture Chair is designed to fight 
fatigue and improve efficiency by 
providing comfort on the job. 


Check What You Need And Mail This Form 


. Addressing Machines 
. Air Condi ning 
. Architects and Builders 
Bandit Resisting Enclosures 
and Alarm Systems 
. Bank Bullding Fixtures 
. Banking by Mail Envelopes 
. Binders, Check, Bookkeeping, 
— 
. Bookkeeping Equipment 4 
. Bronze and Brass Signs L 
. Bulletin Boards 
. Calculating Machines 
. Chairs, Posture, Office 
. Changeable Signs 
4. Checks 
15. Check Book Covers 
16. Check Cancelling Perforators 
17. Check Desks 
18. Check Endorsers 
19. Check Files 
. Check Protectors 


32. Coin En 


b~ 


. Coin W 
35. Counter 
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. Inter-Office 


. Check Sorting Trays 

. Checking Account Plans 
. Christmas Savings Clubs 

26. Clocks—Outdoor 
. Coin Bags 
Coin Boxes 
. Coin Chan 
. Coin Counting“Machines 


52. Ladders 


55. Maps 
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31. Coin Counting and Packaging 
Machines 
33. Coin and Currency Trays 


36. Coupon Books 


traps 

ines and Stamps 
Ticket Files 
Lamps, 
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Continuous 
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Communicating 


Systems 
51. Interest Tables 


53. Systems, Fluorescent 
54. et Envelopes 


58. Night Depositories 
59. Night Depository Bags 
. Pass Books 
61. Past Due Notices 
62. Pay Roll Envelopes 
s 63. Personalized Checks 
64. Personal Loan Advertising 
65. Personal Loan Systems 
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56. Metered Mall Systems 


Rand McNally and Co., 536 So. Clark St, Chicago 5, If. 
Please have buying information sent us on the items circled above 


All adjustments are quickly and 
easily made without tools while the 
chair is in an upright position. An 
automatic locking plate holds the 
seat in place at any desired height 
between 16 and 20 inches. 

The posture back is adjustable up 
and down for height of backrest 
and in and out for depth of seat. 
It can also be tilted to “cradle” the 
back in any position. 

The seat which revolves on a life- 
time-lubricated bearing, is cush- 
ioned with air-foam rubber and is 
upholstered in durable, clothbacked, 
perforated vinyl plastic in popular 
office colors. 

The tubular steel frame is fin- 
ished in extra-heavy chromium or 
baked-on gray or brown enamel. 

Cosco Posture Chairs are manu- 
factured by Hamilton Manufactur- 
ing Corp., Columbus, Ind. 


PERPETUAL COUNTER CALENDARS 
NAME PLATES - TABLETS, etc. 


Write for Catalog Dep't. B 


BANK PRODUCTS CO. 
Established 1930 
3 Park Pl.eNew York 7, N.Y. 
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Allen-Quik Twin Erasing Shield 


Allen and Co., manufacturers of 
inked ribbons and carbon papers, 
11-15 Vandewater St., New York, 
N. Y., has announced a new time- 
saving and handy item for all 
typists—the Allen-Quik Twin Eras- 
ing Shield. 

The Allen-Quik Twin Erasing 
Shield allows a typist to make era- 
sures without smudging and smear- 
ing carbon copies. Made of plastic, 
it features two shields with a flexi- 
ble handle. The top shield contains 
several various-sized apertures 
which can be placed directly over 
the area to be erased. These aper- 
tures restrict the eraser to the de- 
sired line or word that needs cor- 
rection. The lower shield is placed 
above or below the carbon and pro- 
tects the carbon copies while eras- 
ing the top copy. 

It can also be used as a backing 
shield by placing the lower shield 
over or under the carbon and push- 
ing the top shield up, out of the 
way. Erasures can then be made 
without damage to the copies. 


The Defense Light 


The Defense Light is a new au- 
tomatic emergency hand lamp that 











It counts 


tickets, tabs, coupons, forms, 
checks, currency 


more quickly 
more accurately 


than you can! 


And if you feel bad about it, let us assure you 
that the Tickometer counts faster than anybody 
can—even an experienced hand counter! From 
500 to 1,000 items per minute, showing part or full 
count on visible registers. 

It’s in use in hundreds of places. . . saving much 
high priced clerical time, speeding up accounting. 
Counting sales slips for stores, checks and currency 
for banks, forms in offices, tickets in ball parks and 
amusement places . . . And it will also imprint, 
endorse or cancel the items counted. 

Anybody can use the Tickometer. It’s easy to 
adjust to any job. And as it is rented, never sold— 
no investment is required either. Pitney-Bowes 
built, it is serviced from 93 PB offices. Call the 
nearest office for a demonstration ... or send the 
coupon for free booklet! 


D PITNEY-BOWES 


TICKOMETER 


. Counting, Imprinting Machine 


plugs into any 110 volt A. C. wall | 
outlet and furnishes instant, auto- | 


matic 
source of current fails. 
Its adjustable 21 C. P. flood type 


lighting when the regular | 


head is designed to fit a Burgess | 


7% volt battery or its equal. It can 
be manually operated for use as a 
hand lamp. 
Cord Co., 195 William St., 
York 38, N. Y. 


New 


June, 1951 


Offered by Electric | 


Made by the originators of the postage meter 
..- Offices in 93 cities in U.S. and Canada. 


PITNEY-BOWES, Inc. 
3889 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 


Name. 
Firm 
Address 














Allison 


COUPON 


INSTANT SAVINGS 


You don't have to wait months 

or years to realize on your im- 

provement when you begin using 

Payment Coupon Books on your 
Time Credit Accounts. Results are 
instant. They begin the first day 
and continue to pay every day, 
thereafter. 

You can count on Allison to 
recommend, as well as manufac- 
ture the right type of Payment 
Book for your particular pur- 
poses. The kind that gets better 
results and are low cost in use. 
Write for complete information. 


Allison Coupon Co., Inc 


Indianapolis 6, Indiana 





Tor Those Who Cannot or 
Should Not Climb Stairs... 









Stair strain is heart strain. Avoid this health 
hazard—by the push of a button you can 
ride! A Sedgwick Electric Elevator or a 
Stair-Travelor provides a safe, energy-saving 
convenience. Readily installed. Endorsed by 
physicians. Praised by users. Nationwide 
representation. 


W rite for illustrated booklet 





MACHINE WORKS 
167 West ISth St., New York 
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Bank Sidewalk Snow Melting 
System Explained In Booklet 


Three sidewalk snow melting sys- 
tems for banks are included in a 
study of 50 such systems operating 
in 15 divisions of business and in- 
dustry recently published in book- 
let form by A. M. Byers Company, 
Pittsburgh. Banks rank at or near 
the top among kinds of business 
adopting snow melting systems, the 
company states. 

The _ bulletin, titled Byers 
Wrought Iron for Snow Melting 
Systems, traces the growth of the 
systems from the first recorded in- 
stallation in the United States in 
1925 through hundreds of installa- 
tions of the past six years. 

The book contains 83 illustrations, 
mostly showing the’systems either 
operating or being installed, plus 
eight piping layouts for a variety 
of installations including loading 
areas, ramps, sidewalks, driveways, 
and highways. 

The text contains chapters de- 
voted to: design, piping properties, 
use of anti-freeze, paving design 
and fill, fabrication and installa- 
tion, installing and operating costs, 
operating practices controls, and 
auxiliary units. 

Copies of the bulletin may be ob- 
tained by writing Engineering Serv- 
ice Department, A. M. Byers Co., 
Pittsburgh, Pa. 


Plasti-Dex Index Divider 
Introduced By Joshua Meier 


V. P. D. Plastic-Dex has been in- 
troduced by Joshua Meier Co., 153 
W. 23rd St., New York, N. Y., as a 
solution to the problem of the rag- 


ged-looking, much handled loose- 


“and furthermore Standard 
Cartridge Type Coin Wrappers 
Save Lots of Time” 






A Complete Line of Money Wrappers 


STANDARD PAPER GOODS 


MANUFACTURING COMPANY 
WORCESTER 8, MASS. 


























leaf index divider. Its manufacturer 
states that V. P. D. Plasti-Dex, de- 
signed to fit any 11 x 8% inch 
three-ring or multi-ring binder, will 
outlast any ordinary divider and 
never look ragged. 


V. P. D. Plasti-Dex is a clear .005 
gauge plastic folder with colored 
plastic index tab. The user can 
insert the first page of each topic 
into a V. P. D. Plasti-Dex folder, 
slip an identifying label into the 
plastic tab, and have an index di- 
vider and title page in one. The 
sturdy plastic holder with rein- 
forced edges will protect his mate- 
rial while keeping it completely 
visible. 





























































































Correction 


The “Executive,” checkwriting 
machine manufactured by Marcy 
F. Roderick Co., 3312 Lancaster 
Ave., Philadelphia, Pa., was incor- 
rectly referred to in the April issue 
of BANKERS MONTHLY as the 
“Executone.” 





Phone Privacy 


a a ee ee 
YOUR PHONE PROBLEMS 

SOLVED! 

@ PRIVACY 

©@ OFFICE QUIET 

@ BETTER HEARING 
THE NEW IMPROVED 


HUSH-A-PHONE 


Snaps on transmitter. Wt. 5 oz. 

A Lifetime of service for $10. 
Request Liter. or Call MU 3-6063 
HUSH-A-PHONE CORP. 

Madison Avenue ® N. Y. C. 
oe ee ee ee 
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New, Improved Flash-O-Lens 
Marketed By Abbeon Supply 


Abbeon Supply Co. has an- 
nounced the new, improved Flash- 
O-Lens. This instrument combines 
a seven-power magnifying glass 
with a powerful light bulb into the 
handle that clearly illuminates the 


H 


magnified field of vision without 
throwing direct rays into the user’s 
eyes. One of the features that the 
manufacturer stresses is that it is 
light weight and portable so that 
accurate inspections can be made 
even in the darkest corners. 

In this model a new Bausch and 
Lomb lens system has been incor- 
porated to give a clearer, flatter 
field of vision and to reduce distor- 
tion and aberration. The housing 
for the lens system is now made of 
bakelite plastic to give 275 per cent 
increase in strength over former 
models. The case is now made of 
steel with a hard industrial chrome 
finish. 

Some of the physical details are 
as follows: 

(1) Length is about an inch 
longer than a standard two- 
cell flashlight. 

Lenses by Bausch and Lomb 
are precision ground and pol- 
ished to an exact curvature. 
Batteries supplied are stand- 
ard dry cells, and replace- 
ments are easily purchased. 
The new model pictured 
above is a seven-power unit; 


(2) 


(3) 


(4) 
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STATISTICS 


Figures can be misleading at times, 
especially when they are slanted 
towards the predetermined objec- 
tive of the statistician. At other 
times they can be most revealing, 
particularly when they make us more 
conscious of an existing condition 
which has significance to us. 

A case in point concerns the size of 
checking account balances thruout 
the country. Some of them are very 
large indeed, but 95% are less than 
$5,000 and, of this majority group, 
the average is $536.78—or at least 
that is what it was last year and it prob- 
ably has not changed much since. 


Well, this comes as no surprise but 
it does re-emphasize the fact that 
the normal market reached by banks 
is made up of little fellows. This 
conclusion, in turn, encourages us to 
step up the program of merchan- 


le UXE 


CHECK PRINTERS 


it magnifies seven 
times. Other units can be 
supplied for five-power, 20- 
power, and 40-power magni- 
fication. 

Further information and litera- 
ture may be obtained from Abbeon 
Supply Co., 58-10 41st Dr., Wood- 
side, N. Y. 


that is, 


EDCO Delayed Action Switch 
Easily and Quickly Installed 


The EDCO Delayed Action Switch 
permits you to turn out a light 
without being left in the dark— 
risking bumps, falls, accidents, or 
lurking criminals. 

Looking very much like any 
ordinary light switch, the EDCO 
snaps light on in the same manner 
as a regular switch, but when the 
toggle is snapped to the off posi- 
tion, labeled “Delay,” the light 
stays on for almost a full minute— 
long enough, the manufacturers 
say, to let you walk a distance of 
about 75 feet—then the light goes 
out automatically. This is made 
possible through a patented princi- 
ple involving a special spring- 


dising to the masses. As we pointed 
out way back in the 30’s, “retail 
banking needs more salesmen,”’ and 
these little bits of factual informa- 
tion give added weight to that 
viewpoint. 


Despite the forty million checking 
accounts in existence at this time, 
each year those two million people 
who never saw an elephant similarly 
never had checking accounts, and 
they should have them. The right 
to issue their own “personal cur- 
rency”’ is something in which they 
would take pride and for which they 
would be willing to pay. The oppor- 
tunity to acquaint them with the 
importance of this precision-built 
diosa machine is before us 
all the time and presents a con- 
stant challenge to reach this ever- 
changing group of prospects. 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


i] PUNCHES sheets and covers of any size 
} or weight, quickly, accurately 


BINDS up to 250 books an hour with 
., colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 
or plant 


Add prestige...color...atten- 
tion-compelling appearance to 
reports, presentations, catalogs. 
GBC plastic binding equipment* 
quickly ...easily... economically 
binds loose pages of all sizes 
into handsome custom-made 
booklets. Pages turn easily... 
lie flat. Complete office equip- 
ment costs less than a type- 
writer...saves 50% over old- 
fashioned fastener-type covers. 
Anyone can operate. 


*PATENTS PENDING 
SPECIAL TRIAL OFFER 
F memo | Send today for information 
FR E E and 2 handy pocket memo 
books bound on this equip- 
> 3 ment. No obligation. 
General Binding Corporation 
808 W. Belmont Ave., Dept. BM-6 
Chicago 14, ill. 
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Bulletin and Directory 
BOARDS 


For All Purposes 


Also Desk Name 
Plates 


Send for illustrated literature 


ACME BULLETIN CO. f.cYin'S ity. 










ISTAKES 
‘ARE impossiace 


Windows, Amount 
Always in Register! 


“ other Wratte, Ss, 


* They wrap all coins from 1¢ to 
$1.00 so accurately — they're 
manufactured on specially de- 


signed machines to give this 
Free a 

precision — any chance of error 
Samples- is eliminated. Patented Red Win- 

dows not only reveal amount 
WRITE and denomination but give ease 
TODAY of visibility. Unmatched by com- 
TO petition, these Wrappers are 
DEPT.A the biggest sellers in America. 


The cs L. DOWNEY Company 


HANNIBAL, MISSOURI 


idi Largesl Mrs. af Cam Wrcnners 
, i t 








Accurate! 





loaded neoprene diaphragm operat- 
ing in a sealed aluminum chamber, 
containing a vacuum. Separate 
“snaps” are heard—one when the 
switch is turned off and the second 
when the light goes out. Full light 
is maintained during the interval. 

This new switch may be quickly 
and easily installed in any existing 
wall outlet or in new construction. 
It is inspected and approved by 
Underwriters Laboratories, Inc., 
and fully guaranteed. 

The switch contains molded parts 
of bakelite and neoprene, with 


stampings and screws of yellow 
brass, phosphor bronze, and cadium 
plated steel. Flush toggle, single 
pole, it has a capacity of 10 amps 
at 125 volts, 5 amps at 250 volts. 





_——— . 
2 UBT STATS Gt AS Vos wats amar } 
Bicol 
“*TME SWITCH THAT NEVER LEAVES YOU i THE DARK” 


The switch will be sold through 
department, hardware, electrical, 
and variety stores. Further informa- 
tion is available from Electric De- 
odorizer Corp., 9993 Broadstreet, 
Detroit 4, Mich. 


New Portable Humidry Unit 
Announced By Carrier Corp. 


A completely portable, ¥% horse- 
power Humidry unit, designed for 
a wide range of dehumidification 
jobs from home basements to vaults 
and storage lofts, has been an- 
nounced by Carrier Corp., Syracuse, 
N. Y. The improved model, weigh- 
ing only 60 pounds, has been fitted 
with casters and handholds so that 
it cam be easily moved. wherever 
needed. The unit can be plugged 
into any standard 115 volt circuit. 

Carrier officials report that under 


| conditions of 80 degrees F. and 70 


per cent relative humidity, the unit 


| is capable of removing as much as 
| 18 pints of water from the air in 


an average space every 24 hours. 
The reason for its high capacity 


| lies in the special vertical arrange- 


ment of spiral finned evaporator 
coils, on which patents are now 


| pending. The constant downward 


drainage of water along the spiral 





fins maintains a damp clean coil 
surface, and at the same time pre- 
vents an accumulation of water on 
the coil, thus insuring the most 
effective heat transfer conditions. 

The unit is enclosed in a flat- 
topped, rectangular cabinet, meas- 
uring 23% inches high, 17% inches 
long, and 13% inches wide, with 
a baked hammertone enamel finish. 
Condensed moisture can be dis- 
posed of through the nearest drain 
by attaching a piece of rubber 
tubing to the drip pan spout. A 
removable condensate pail is also 
provided with the unit. 


Booklet On Marital Deduction 
Under Federal Estate Tax Laws 


The booklet An Introduction To 
The Marital Deduction Under The 
Federal Estate Tax Law originally 
appeared as an article in a recent 
issue of the Rocky Mountain Law 
Review. It was written by Howard 
E. Parks, vice president and trust 
officer of The Denver National 
Bank, Denver, Colo. 

The booklet’s twelve pages dis- 
cuss pertinent sections of the 1948 
amendments to the Federal Estate 
Tax Law as they apply to common 
law states. As the title suggests, it 
is an “introduction,” rather than a 
complete discussion, and summar- 
izes the provisions of the law for 
those who have not yet found time 
to make a thorough study of the 
question. 

Copies of the booklet, while in 
print, may be secured by writing 
Howard E. Parks, vice president 
and trust officer, The Denver Na- 
tional Bank, P. O. Box 60, Denver 
1, Colo. 


BANKERS MONTHLY 








cis 
dit 
dir 














coil 
pre- 
r on 
nost 
ns. 
flat- 
eas- 
ches 
with 
nish, 
dis- 
rain 
bber 


also 


on 
ws 


1 To 

The 
1ally 
cent 
Law 
vard 
trust 
ional 


dis- 
1948 
state 
ymon 
ts, it 
ian a 
mar- 
y for 
time 
f the 


le in 
iting 
ident 

Na- 
nver 


ITHLY 








Personnel 


Diebold, Inc., Canton, Ohio, na- 
tional manufacturer of office record 
systems, safes, and bank protection 
equipment, has appointed J. J. 
GUTHEINZ as sales promotion and 
advertising manager and W. REX 
SNAVELY as Pacific Coast regional 


manager of the company’s office | 
record systems division. Mr. Snave- 
ly will supervise the operations of | 


Diebold’s Los Angeles, San Fran- 
cisco, and Seattle branches, in ad- 
dition to his present duties as 
director of sales education and 
training of the company’s 31 


branches and 22 sub branches. 





W. Rex Snavely J. J. Gutheinz 





David S. Morgan 


Wright S. Travis Il 
WRIGHT S. TRAVIS II and DAVID S. 


MORGAN have been elected assistant | 
vice presidents of American Ex- | 


press Co. Mr. Travis, at one time 


special agent for the company in | 


the Chicago area, is sales coordina- 
tor for the eastern divisions of* the 


firm and makes his headquarters in | 


New York City. Mr. Morgan, for- 
merly with the Lawrence Ware- 
house Co., is district representative 
for the American Express Field 
Warehousing Corp., 
Pa. 

A subsidiary company, American 
Field Warehousing Corp. (Massa- 
chusetts), has elected JOHN J. MC- 
MACKIN to the post of vice president. 
Mr. McMackin will have charge of 
sales and new business for the New 


England area and will make his | 


headquarters in Boston, Mass. 
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PEAK TYPING PRC 
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INDUSTRY ACHIEVE 
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Yes, in backing 
have discovered ¢ 
can turn out mor 
less effort to help 


essential industries today, banks 
Remington Electri-conomy Typewriters 
ork, better work in less time and with 

Pet our present production needs. 


Vital loan record 
reports, legible c 
are prepared swi 


ccurate account statistics, multiple trust 
on copies, distinctive correspondence 
, with electric ease, on this new typewriter 








So why not turn 
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he Electri-conomy in these times when 
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THE BANK Of! 


A SOROLOLELIELE 2S A ROGET AE 


THE EXTERIOR OF THE NEW QUARTERS Of The Bank of Hollywood, Hollywood, Fla., recently com- 
pleted by the Bank Building and Equipment Corporation of America, contrasts vertically scored, 
weather treated mahogany facing material with stucco. The bank’s interior (right) has flooring of 
multi-colored terrazo, while teller counters and check desks are marble. Sloping die-front construc- 
tion of teller counters enables closer proximity between the teller and his banking public. Corrugated 
glass, cased in mahogany, is used in the low-type wickets. Illumination consists of a combination 
of recessed panels, supplemented by recessed incandescent spots and radiating fluorescent fixtures. 
All work areas and traffic lanes were designed functionally to enable peak operating efficiency, 
faster work-flow, and better, quicker service to the bank’s customers. 


PICTURED AT THE ABA MANPOWER CONFERENCE in Chicago, IIl., are 
(left to right) Willam B. Hall, vice president, The Detroit Bank, 
Detroit, Mich., who presided at the closing session of the conference; 
Leslie K. Curry, vice president and comptroller, Mercantile-Com- 
merce Bank and Trust Company, St. Louis, Mo., who spoke on the 
subject “City Bank Adjustments’; and Walter M. Willy, president, 
Security Bank and Trust Company, Madison, S. D., who spoke on 
the topic “Country Bank Adjustments.” 


United States Gold Coins 
Displayed By New York Bank 


A private traveling display of 
United States gold coins, believed 
to be one of the first of its kind, has 
been placed on view in the windows 
of the National City Bank of New 
York Branch, Park Avenue at 57th 
Street. 

This exhibition is of prime inter- 
est to the generation of U. S. citizens 
who have never seen the gold coins 
of their country which were or- 
dered withdrawn from circulation 
by executive order of the President 
of the United States in March, 1933. 

The exhibit is made up of coins 
taken from the private collection of 
the National City Bank. 


The Act of April 2, 1792, estab- 
lished a mint and _ authorized, 
among others, the following coins: 
gold eagles (each of the value of 
ten units or dollars), half-eagles, 
and quarter-eagles; silver dollars, 
half dollars, quarter-dollars, dimes, 
and half-dimes. This was the first 
attempt of any nation to adopt by 
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law a bimetallic standard with free 
and unlimited coinage of both met- 
als, each having full power as legal 
tender. Coinage of silver was begun 
in 1794, and of gold in 1795. 

One of the small gold eagles of 
1795, the first issue of gold coins 
bearing the name of the United 
States of America, is included in the 
National City display, and all sub- 
sequent issues of varying denomi- 
nations, such as the double eagle, 
three dollar, and one dollar pieces, 
are also represented in the collec- 
tion. Through this exhibit a section 
of the nation’s history and the life 
span of gold coinage in the United 
States, has been brought to life for 
those who otherwise might only 
read of it in the pages of a history 
book. 


International Trust Company, 
Denver, Colo., has elected EUGENE 
H. ADAMS president and C. EDGAR 
KETTERING, Denver County Judge, 
executive vice president. GEORGE 
W. BALLANTINE, JR., has been made 
vice president in charge of banking 
and ELMER W. JOHNSON and RICH- 
ARD P. BROWN have been named vice 
presidents. 


JOHN M. KEYES has been ap- 
pointed a second vice president by 
Guaranty Trust Company of New 
York, New York, N. Y. 


The First Natonal Bank of Mem- 
phis, Memphis, Tenn., has named 
ROY W. KIDD and STEPHEN J. DOYLE 
assistant cashiers. 


A4 BANK ARCHITECTS & ENGINEERS 


Bankers employ us for complete or partial services, including: 


@ Early —_ and analysis of their 
uilding requirements; 
gq nana plans and cost estimates for either 
modernization or new buildings: 


@ Finished drawings and specifications for construction: 


@ Supervision of construction: 


@ Interior design, lighting, decorations, furnishings. 


Please write us for an extended description of the services and costs. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 





ARTHUR C. ALLEN and C. D. SHER- 
MAN have been elected assistant 
cashiers of California Bank, Los 
Angeles, Calif. 


Union Bank and Trust Company 
of Los Angeles, Los Angeles, Calif., 
has elected SAMUEL B. BURNHAM 
trust officer. 


The Commercial National Bank 
and Trust Company and Bankers 
Trust Company, New York, N. Y., 
have merged under the name of 
Bankers Trust Company. 


Republic National Bank of Dal- 
las, Dallas, Tex., has elected HENRY 
J. courT, formerly of Bank of 
America, as vice president, and pro- 
moted SAM L. BALLARD, JR., and 
DEWEY H. DEAN, JR., to assistant 
cashier. 





Third National Bank in Nashville, 
Nashville, Tenn., has promoted 
CHASE MOSS, JOSEPH T. HOWELL, JR., 
and JOHN L. FARRIS to assistant 
vice president. 


EDWARD W. GARDINER has been 
promoted to assistant vice president 
by Second National Bank of Hous- 
ton, Houston, Tex. 


Mercantile National Bank of Chi- 
cago, Chicago, Ill., has appointed 
CLARENCE H. WENDT assistant vice 
president and MISS MARION E. ED- 
GREN assistant cashier. 


Chemical Bank and Trust Com- 
pany, New York, N. Y., has ap- 
pointed WALTER WILDS an assistant 
vice president. Mr. Wilds was for- 
merly a Deputy Assistant Secretary 
of State. 





THE STUYVESANT Profit-Sharing Plan is everything the 


name implies! 


Lower loss ratio—resulting from care- 


ful selection of risks—directly reflects itself in higher 
commissions paid. 


If you're not familiar with our Plan—write today for 


complete data. 


ture! 


tuyvesant :": 


AUTOMOBILE COVERAGES - 


June, 1951 


You owe it to yourself and your fu- 


INSURANCE 
COMPANY 
949 HAMILTON ST., ALLENTOWN, PA. 





J. STEVENSON PECK has been ap- 
pointed assistant to the president 
by Union Trust Company of Mary- 
land, Baltimore, Md. 


Another branch of Chase Na- 
tional Bank in Cuba has been 
opened in Marianao, a residential 
suburb of 115,000 population lo- 
cated about six miles west of Ha- 
vana. In February, Chase opened 
a branch in Vedado, a newly de- 
veloped section of Havana, to aug- 
ment the business of its main branch 
in the capital which was established 
in 1925. THOMAS A. FINDLAY, vice 
president, is the resident officer in 
charge of the bank’s operations in 
Cuba. 





DARRELL R. SCOTT has been elected 
a vice president of Security-First 
National Bank of Los Angeles, Los 


Yanan tae Angeles, Calif. 


{yop °F Mellon National Bank and Trust 
Aa d 4 Company, Pittsburgh, Pa., has ap- 


pointed THOMAS V. ARMSTRONG and 
RALPH F. SPROWLS to assistant vice 
president. 





Your Lawrence man 
offers you this 


Inventory Survey 


Next time inventory figures in a loan application, call 
in your Lawrence man. He’s as near as your telephone. 

From his experience with inventories in many lines, 
he can determine for you if a given business lends 
itself to field warehousing. 


Why not call on his experience? 


LAWRENCE SYSTEM 


Nationwide Field Warehousing 
FACILITATES LOANS AGAINST INVENTORY 
SAN FRANCISCO CHICAGO NEW YORK 
37 DRUMM ST. 100 N. LA SALLE ST. 72 WALL ST. 
Offices In All Principal Cities 


A Believer In 4-H 


R. H. Biggs, executive vice presi- 
dent of the First National Bank in 
Orosi, California, is a member of 
the Executive Council and chairman 
of Group Two of the California 
Bankers Association. All of this, 
however, would appear to be sec- 
ondary in importnace to his all-out 
devotion to the program of 4-H. 
His efforts as a banker in all three 
of these relationships have been so 
effective in furthering the aims of 
4-H leaders in his area, that he was 
recently awarded an honorary 4-H 
Council Membership before an 
audience of nearly 400 4-H leaders 
and their guests (photo above). 


Among the citations were the 
following: 


He has served as county key 
banker for the past five years. 


He has encouraged each of the 
local member banks to at- 
tend the annual charter 
meeting of the clubs in its 
community and present the 
4-H pins furnished by the 
California Bankers Associa- 
tion. 


He has encouraged complete 
cooperation of the banks with 
the 4-H program. 

He is a member of the recently 
formed County 4-H Advisory 
Committee. 


Under his leadership, Group Two 
of the California Bankers Associa- 
tion is taking an active interest in 
4-H work. 
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June, 


" IVAN is watching 


‘AN is a dyed-in-the-wool Communist. 

There are only 6 millidn party mem- 
bers like him in all Russia, yet these Com- 
munist brass-hats enforce the iron 
dictatorship of the Kremlin over 200 mil- 
lion Russians. 


He’s sold to the hilt on Red ideas. Which 
means he’s out to get you. He believes it’s 
either you or him . . . that the world is too 
small for both. 


Ivan is working hard to beat you down. 
He has a big head start. 


Right now he’s got you in a bad spot. 
Ivan is afraid of only one thing. 


He fears your ability to. out-produce him 
in guns, tanks, planes. 


Frankly, he doesn’t think you value your 
free system enough to do it . . . to make 
willingly the sacrifices he has squeezed out 
of the Russians. 


But he’s wrong! 
Because you and all of us have set out 


4 


2 


to build more and better weapons—to do 
it faster all the time. 


We must use every bit of know-how and 
inventive skill we have to improve our 
machines and methods—to turn out more 
and more for every hour we work. Only in 
this way can we become militarily strong. 


But we’ve got to supply essential civilian 


ou 


needs as well. We can’t allow needless 
shortages to take prices skyrocketing and 
lower the value of our dollar. 


Sure, that means sacrifices for everybody. 
But doing this double job well is the only 
sure way to stop Ivan in his tracks—and 
to save the freedoms which are ours and 
which he has never known. 


FREE... this important booklet tells you how our American System Grew Great 


How Americans developed bet- 
ter machines, power and skills 
to build a great nation... Why 
we have been able to produce 
constantly more per hour. . . 
How this has given us the world’s 
highest living standard. 


MAIL THE COUPON— 
The Advertising 
Council, Ine., 25 West 
15th St., Dept. B. P. 
New York 19, N. Y. 


Name__ 
Address 


Occupation 
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How we can meet today’s challenge—Why 
we must expand our productive capac- 
ity. ..supply arms and essential civilian 
needs, too. Read how this dynamic proc- 
ess works in free booklet, ““The Miracle 
of America,” endorsed by representatives 
of management and labor. Send for 
your free copy today! 


This advertisement, approved by representatives of management, labor and the public, is published in the national interest 
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THE BETTER WE PRODUCE 
THE STRONGER WE GROW 
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Bank of New York and Fifth 
Avenue Bank, New York, N. Y., 
has. named JOHN U. GRISSINGER and 
H. E. MUECKE trust officers. JOSEPH 
A. HANNAN, JR., has been made as- 
sistant vice president; GROVER C. 
JENSEN and JOHN B. DUNNING, as- 
sistant trust officers; and RALPH H. 
NAY, assistant treasurer. 


An Executive’s Forum recently 
held under the sponsorship of the 
Citizens & Southern National Bank, 
Atlanta, Ga., was attended by near- 
ly 200 business executives. The 
program, motivated by Jack F. 
Glenn, assistant president of the 
bank, centered around Pension 
Trusts, Profit-Sharing Plans and 
Retirement Programs. 


A $26.8 million increase 
during 1950 brought our 
year-end deposit total to 
an all-time high of over 
$251 million — 53% 
of all bank deposits 
in Arizona. 


VA 


TWENTY-NINE OFFICES 3 


Home Off hoeni 


PICTURED ON THE LEFT AND ABOVE are views of the Citizens Fi- 
delity Bank and Trust Company’s new Drive-In Bank, Kentucky’s 
first completely undercover parking and drive-in banking service. 

The new banking accommodation was attractively remodeled 
from the old Liberty garage which is located at the corner of Liberty 
and Armory Place-in the heart of downtown Louisville’s traffic-con- 
gested financial center. The building is a ramped garage with space 
for 200 cars, in addition to facilities for 30-minute free parking for 
Citizens Fidelity patrons who wish to do business at the main office 
a block away. A staff of uniformed attendants is on duty at the 
various garage entrances. 

The banking operation itself which includes practically all bank- 
ing services, is recessed in the ground floor corner of the garage. 
It is built on a triangular stone island, and automobile lanes lead 
in from both adjoining streets. There are three ultra-modern teller 


windows serving these lanes. A fourth window 


walk-up customers. 


is provided for 





JOHN J. O’MEARA, formerly assist- 
ant vice president of First National 
Bank in St. Louis, St. Louis, Mo., 
has joined the Mercantile National 
Bank at Dallas, Dallas, Tex., as vice 
president. 


Chase National Bank, New York, 
N. Y., has promoted FOSTER R. CLE- 
MENT, JR., THOMAS F. GLAVEY, JOHN 
K. FITZGERALD, and LOUIS A. RUSSO 
to second vice president. 


The Public National Bank and 
Trust Company of New York, New 
York, N. Y., has promoted JAMES 
F. O'DONNELL and JOHN J. KUBACH 
to vice president and HENRY E. 
PODSEN, EDWARD D. TISCH, and JOHN 
Cc. LEWIS to assistant vice president. 


WILLIAM E. SIEGEL has_ been 
elected vice president of Security- 
First National Bank, Los Angeles, 
Calif. 


United States Trust Company of 
New York, New York, N. Y., has 
appointed FREDERICK M. E. PRUELLE 
and WILLIAM D. RYAN vice presi- 
dents. 


Irving Trust Company, New 
York, N. Y., has promoted OLAVI 
SILVONEN to vice president. 


D. ROBLEY WooD, formerly vice 
president of First National Bank, 
Bluefield, W. Va., has been elected 
a vice president of The Bank of 
Virginia, Richmond, Va. 


County Trust Company, White 
Plains, N. Y., has appointed EDWARD 
B. LOWELL a vice president. 


GILBERT N. HERZBERG and REGIS A. 
WURDACK have been appointed as 
assistant vice presidents at Peoples 
First National Bank and Trust Com- 
pany, Pittsburgh, Pa. 


Gilbert N. Herzberg Regis A. Wurdack 
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Bank of America, San Francisco, 
Calif., has promoted VERN C. RICH- 
ARDS to vice president, GEORGE SOo- 
LARI to vice president of the Italian 
division, and ALLEN W. DANIELSON 
to assistant vice president. 


Vern C. Richards George Solari 


EDWARD W. JARBOE has been 
named assistant vice president and 
RICHARD E. BANGERT has been pro- 
moted to assistant cashier at Se- 
attle-First National Bank, Seattle, 
Wash. 


SIDNEY A. TRUNDLE has_ been 
named a vice president by Manu- 
facturers Trust Company, 
yore, N.Y. 


New 


Sidney A. Trundle B. M. Lamberson 


JOSEPH D. ALLEN has resigned as 
president of Stock Yards National 
Bank, Kansas City, Mo., because of 
ill health. B. M. LAMBERTSON, vice 
president of the bank, has been 
elected president to fill the vacancy 
created by Mr. Allen’s resignation. 


Peter Schmidt Joseph Biedermann 


Mercantile-Commerce and Trust 
Company, St. Louis, Mo., has pro- 
moted PETER W. SCHMIDT to assistant 
cashier and JOSEPH E. BIERDERMANN 
to assistant comptroller. 


June, 1951 


Build 
Good Will 
throughout 


the year 


WITH 


RAND MSNALLY 


CHRISTMAS CLUB 
SYSTEMS 


You build good will with a 
Christmas Club which 


can’t be measured by the number of Club 


accounts alone. The pleasant, speedy way a 


Rand M€Nally system operates attracts 


customers and creates interest in other 


departments . . . makes people feel a sense of 


pride and security in doing business with you. 


Rand M®Nally offers a flexible choice of 


systems . . . Coupon Books, Pass Books, 
Double-Dating Cards . . . and a choice of 


promotional material, too. . . 


readily tailored to your needs. 


Write for complete samples 


and details. 





GILBERT W. OTT has been named 
assistant comptroller of Marine Na- 
tional Exchange Bank of Milwau- 
kee, Milwaukee, Wis. 


WILLIAM O. KURTZ, JR., assistant 
cashier, American National Bank 
and Trust Company of Chicago, 
Chicago, Ill., has been appointed as 
his bank’s representative in charge 
of the Illinois territory. 


FREDERICK B. WALKER has been ap- 
pointed manager of the Menlo Park 
branch of First National Bank of 
San Mateo County at Redwood 
City, Redwood City, Calif., which 
will be opened soon. 


RAND MSNALLY 
& COMPANY 


CHRISTMAS CLUB 
DIVISION 


536 South Clark Street 
Chicago 5 


111 Eighth Avenue 
New York 11, N. Y. 





JOSEPH R. CRAIG, 
assistant vice 
president of The 
First National 
Bank of Memphis, 
Memphis, Tennes- 
see, recently com- 
pleted sixty years 
of service with 
that bank, during 
which he was ab- 
sent a total of less 

than ten days and was never tardy 
without leave. Norfleet Turner, 
president of the bank, paid tribute 
to him at a breakfast given in his 
honor. 


Joseph R. Craig 


ao 





Bank Anniversaries 


The 75th year of service to the 
people of Hutchinson and South- 
western Kansas has been observed 
by The First National Bank, Hutch- 
inson, Kan. 


The 75th anniversary of its or- 
ganization has been celebrated by 
Land Title Bank and Trust Com- 
pany, Philadelphia, Pa. It was orig- 
inally organized as Real Estate Title 
Insurance Company, a pioneer in its 
field and the country’s oldest title 
company. 


The Lufkin National Bank, Luf- 
kin, Tex., celebrates its fiftieth an- 
niversary this month. 


Second National Bank, Nazareth, 
Pa., recently observed the fiftieth 
anniversary of its founding. 


The First National Bank of Cam- 
den, Camden, N. Y., this year cele- 
brates its 75th anniversary. 


Farmers and Merchants National 
Bank of Los Angeles, Los Angeles, 
Calif., the oldest bank in Southern 
California, recently marked its 80th 
anniversary. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


June 4- 8—49th Annual National Convention, American Institute of Banking, William 


Penn Hotel, Pittsburgh, Pa. 


June 18-30—The Graduate School of Banking, Rutgers University, New Brunswick, N. J. 


Sept. 30- 


Oct. 3—77th Annual Convention, The Stevens, Chicago, Illinois. 
Oct. 17-19—25th Western Regional Trust Conference, St. Francis Hotel, San Francisco, 


Calif. 


Nov. 8-9—20th Mid-Continent Trust Conference, Drake Hotel, Chicago, Ill. 


STATE ASSOCIATIONS 
June 3-5—Idaho, The Lodge, Sun Valley. 


June 3-6—Pennsylvania, Chalfonte-Haddon Hall Hotel, Atlantic City, N. J. 
June 6-10—District of Columbia, The Homestead, Hot Springs, Va. 

June 7-9—Massachusetts, New Ocean House, Swampscott. 

June 8-9—Connecticut, Equinox House, Manchester, Vt. 


June 8-9—Wyoming, Cody Inn, Cody 


June 10-12—Oregon, Gearhart Hotel, Gearhart-by-the-Sea 


June 11-12—Utah, Ben Lomond Hotel, Ogden 
June 11-12—Virginia, Homestead, Hot Springs 


June 12-14—Illinois Bankers Association, 60th Convention, Hotel Jefferson, St. Louis. 
June 13-14—Indiana Bankers Association Convention, French Lick Springs Hotel, French 


Lick Springs, Ind. 


June 13-14—Minnesota, Radisson Hotel, Minneapolis. 
June 15-16—New Jersey Savings Banks, Monmouth Hotel, Spring Lake. 
June 15-16—New Hampshire, Wentworth-By-The-Sea, Portsmouth, N. H. 
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International Business Machines Corp. 


L 


June 15-16—Vermont, Equinox House, Manchester. 

June 17-19—Washington, Olympic Hotel, Seattle. 

June 18-20—Michigan, Book-Cadillac Hotel, Detroit. » 

June 18-20—Wisconsin, Schroeder Hotel, Milwaukee. 

June 21-23—Montana, Canyon Hotel, Yellowstone National Park. Monroe Calculating Machine 

June 21-24—New York, Essex, Sussex and Monmouth Hotels, Spring Lake, N. J. Co. cr 27 

June 22-24—WMaine, Poland Spring House, Poland Spring. Mosler Safe Co. . Fees . .32-33 

July 12-14—West Virginia, The Greenbrier Hotel, White Sulphur Springs. N 

Aug. 5-8—Alabama, Bankers Study Conference, University of Alabama 

Aug. 12- National Cash Register Co. Back Cover 
Sept. 1—Illinois, Trust Development School, Northwestern University National City Bank of New York . 43 

Oct. 11-12—Nebraska, Fontenelle Hotel, Omaha P 

Oct. 21-24—lowa, Des Moines 

Oct. 21-23—Kentucky, Brown Hotel, Louisville Philadelphia National Bank ...... 19 

Pitney-Bowes, Inc. ........25 and 45 


La Monte & Son, George .. 
Lawrence Warehouse Co. .. 


OTHER ORGANIZATIONS 


June 18-22—Mortgage Bankers Association, 4th Annual Mortgage Banking Seminar, 
Northwestern University, Chicago, Ill. 

June 21-23—NABAC Southern Mid-Continent Regional Conference, Cosmopolitan Hotel, 
Denver, Colo. S 


Sedgwick Machine Works .... 


Recordak Corp. . 4 28-29 
Remington Rand, Inc. ........... 49 


July 30- 
Aug. 11—School of Financial Public Relations, Northwestern University, Chicago, Ill. 


Aug. 20- 


Sept. 1—School of Banking at University of Wisconsin, Central States, Madison, Wis. 

Sept. 11-14—WMortgage Bankers Association, 38th Annual Convention, Mark Hopkins and 
Fairmont Hotels, San Francisco, Calif. 

Oct. 7-10— Robert Morris Associates, Fall Conference, Waldorf-Astoria, New York, N. Y. 
Oct. 21-24—Consumer Bankers Association, Edgewater Beach Hotel, Chicago, Ill. 
Oct. 22-25—NABAC 27th Annual Convention, The Roosevelt Hotel, New Orleans, La. 
Nov. 9-13—U. S. Savings and Loan League, 59th Annual Convention, Miami Beach, Fla. 
Nov. 12-15—Financial Public Relations Association, 36th Convention, Hollywood Beach 


Hotel, Hollywood, Florida. 


Standard Oil Co. (New Jersey) ... 
Standard Paper Goods Mfg. Co. .. 
Stuyvesant Insurance Co. . 


T 


Tilghman Moyer Co. 
Todd Company, Inc. 


Vv 
Valley National Bank, Phoenix . . 
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state 


capital 


Wy this record is important to you 


if you are planning a similar project: 


After we completed our first modernization project in Cincinnati, it wasn’t long 
before we were selected to design new quarters for eight other banks in the same city. 
The same trend developed in the state of Florida, in Washington, D. C., and, in 
virtually every other area where we’ve worked. Community and territorial accept- 
ance like this shows that we’ve consistently satisfied our clients. Our jobs speak for 
themselves. And . . . in every project we undertake, our basic objective is to 
create quarters which operate more efficiently, promote smoother work-flow, and 
which are unsurpassed in architectural beauty. If you are contemplating new 
banking quarters, you’ll find our experience and ability invaluable to the success 
of your project. Write us today! 


Equipment Corporition 


OF AMERICA 


contemplating new or modernized quarters? 


Get the facts on our organization, ability and services. If 
you prefer, we'll send a qualified representative to discuss 
‘our project with you. Write or phone us today! 

— y P y Headquarters: NINTH & SIDNEY STREETS - ST LOUIS 4. MO 


Offices in: NEW YORK, 103 Park Avenue, N. Y. City * ATLANTA, Western Union Building + SAN FRANCISCO, Mechanics Institute Building 





with time-and-effort-saving features never before combined on one machine. 


Automatic clear signal. Gives 
automatic printed proof of 
whether or not the machine was 
clear when the operator started 
to use if. 


Automatic space-up of tape. 
Spaces tape to correct tear- 
off position when total is printed. 
Saves time, effort, paper. 


Automatic credit balance. 
Actual minus totals are aufo- 
matically computed, and printed 
by a single touch of the total bar. 
Prints in red, with CR symbol. 


Full, visible keyboard. All ci- 
phers print automatically —sav- 
ing time, motion, and effort! Two 
or more keys can be depressed 
simultaneously. Amounts remain 
visible until added. 


THE NATIONAL 


Check these outstanding featu 


Easy-touch key action. Depres 


res... 


£< 


sion of 


keys is practically effortless, yet suffi- 


cient to tell you when you have dep 
a key. Tension is uniform 3% oz. 


ressed 


Subtractions in red. 
Can never be mistaken for 
additions. Stand out promi- 
nently even after amounts 
have been “checked off” 
on the tape. Identified in- 
stantly, for everyone knows 
the meaning of red figures. 


Large answer dials. Al- 
ways show the accumulated 
total in large numerals. 
Permit use of machine with- 
out tape. 


Heavy-duty construc- 
tion. Compact for desk 
use. Portable enough to 
move about, yet rugged 
enough to carry on through 
long years of hard service. 


CASH REGISTER COMPANY, DAYTON 9, OHIO 


The National Adding Machine 
handles more work... faster... 
with greater accuracy... and 
with less effort. 


Only by actual demonstration on 
your own work can you fully real- 
ize what this remarkable machine 
can do for you! Call your local 
National Cash Register Com- 
pany’s office —or the local 
dealer for National Adding 
Machines — and arrange for 
such a demonstration at once! 
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ADDING MACHINES + CASH 


ACCOUNTING MACHI 
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